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AMERICA FORE 








We Believe With The 
National Association In 
Company-Agency Conference 


Outstanding among the achievements of The 
National Association of Insurance Agents during 
1931 is the inauguration of the Company-Agency 
Conference movement. 


Those companies and agents who have fostered 

the American Agency System from the time of its 

inception to the present, will recognize in this move- 

ment something more than a mere gesture of good- 

will. It is to be hoped that the conference idea | 
will not only build true harmony among the vital sl 
factors of a great business, but that this movement “ 
. may become a powerful agency for combatting evil di 
practice and promoting the interests of all who are . 
legitimately in the insurance business. _ 
With The National Association of Insurance Agents * 
and The Executives’ Association working in accord, 7 : 
toward a common end, it may well be ‘conceived ber. 
that a new era of better business for all is just ” 
around the corner. 
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PERCY H. GOODWIN 


Los Angeles, Sept. 23—The Na- 
onal Association of Insurance Agents 
‘gan its convention today with eyes 
xed on the bright side of the business 
dwith very little thought on the gloom. 
or months these agents have been hear- 
ly of companies on the ragged edge, of 
mors about this and about that, most 
it them uncorroborated, but piling into 
tir offices just the same and against 
ishas been the pessimistic background 
H the economic slump. 

It is not particularly pleasing now-a- 
tys for agents to pick up the morning 
Rper. When the local bank fails there 
the devil to pay with the community 











Fire Executive 















































( ORK 





















































1 ARE 











(ORK 


















WILFRED KURTH 








~ Local Agents Stress Brighter 
Business At Loos Angeles Meeting 


Goodwin, Kurth, Beha and Bennett 
Greeted With Hearty Applause When 
They Sound Constructive Note at 


Opening Session 


By Clarence Axman 


and therefore with them. It is not a 
nice sensation to read that the bottom 
has dropped out of the stock market 
and then a few days later to find that 
it was not the bottom at all as securities 
took another slump. 

Good Attendance Turns Out 

And premiums have been harder to 
collect. Acquisition cost and rating prob- 
lems lent a further black touch to the 
situation. 

When you are in the midst of disturb- 
ing thoughts, when you can’t play golf 
as well as you did because your mind is 
on something else, then it is a good thing 
to get a change of viewpoint and note 


whether the other fellows are as much 
in the dumps as you are. 

That is what, probably, brought such 
a good attendance to this convention 
which opened with thousand 
seats filled. 

The chance of seeing California was 
The beautiful scenery, the 
sunshine of Hollywood, a change. 

Some killed two birds with one stone 


about a 


welcomed. 


by going to the commissioners’ conven- 
tion at Portland, Ore., last week. 


Bright Spots Stressed by Speakers 


After the convention started the bright 
spots began to be noticed because they 


Fidelity and Surety Conference 
Committee; Goodwin Chairman 


Los Angeles, Sept. 23.—The Na- 
tional Association of Insurance Agents 
has a new conference committee. It is 
the fidelity and surety. Percy H. Good- 
win announced it this morning after read- 
ing an article he had written in the Am- 


erican Agency Bulletin about surety 
rates. He is chairman. 
Other members are R. S. Troxell, 


Springfield, Ill.; Thomas C. Hayes, Char- 
lotte, N. C.; Archibald Smith of Zweig 
Smith & Co., New York, the only New 
York agent attending the convention; 
and James E. Hassinger, New Orleans. 


Allen Pledges Co-operation 


E. M. Allen, president of the National 
Surety, on behalf of the companies in 


the Surety Association of America, 
pledged co-operation of companies in 
that organization with the new com- 


mittee. 


He discussed the present grave situa- 
tion in the fidelity and surety business. 
Tracing back the business from the days 
the war when few insurance 
agents knew about fidelity and surety 
business up to 1930 when premiums were 
nearly $100,000,000, he declared that we 
are entering a new business era. 

The world is on fire now and the fire 
has not yet been put out. Smouldering 
ruins will be present for a long time 
and agents must face the future. 

He felt sure the agents’ association 
would continue constructive in the fu- 


before 


ture as in the past. Its power is great 
and that power can continue if the as- 
sociation continues to win confidence and 
faith, but powerful organizations can de- 
stroy themselves. 

He thought that the conference com- 
mittee would be a help to the business 
and stimulate confidence. 

One Group Should Not Fear Other 
.. Discussing> relations between compa- 
nies and agents, he said that no com- 
pany should be afraid of its agents or 


any group of companies be afraid of the 
National Association or its power. 
“When I hear the fear expressed by 
agents that companies through branch 
offices and operating counters will ex- 
clude commissioned representatives from 
operating, I say that fear is overem- 
because in contrast to that 
there are the regularly established busi- 
ness men in each community numbering 


phasized 


thousands who can never be superseded 
by any salaried office,” said Mr. Allen. 
It was Mr. Allen’s idea that a line 
should be drawn between the branch of- 
fice maintained to service agents and 
brokers having direct contact with the 
public and the other kind. The service 
branch office does not write direct and 
pays commissions to agents and brokers. 
In discussing non-board companies he 
said they have the right to exist and 
agents to represent them, but they should 
not try to represent both at the same 
time. It must be one or the other. 


Side Of 





Secretary 








WALTER H. BENNETT 
were discussed by all the speakers on 
the platform of the first session. 
Among those cheerful indexes are the 
movement in fire and casualty insurance 
towards co-ordination, the growth of the 
conference idea, the new fire executives’ 
association, the activities of the state in- 
surance departments in bringing compa- 
nies to a realization that rules and reg- 
ulations relative to rates and commis- 
sions are not to be trifled with and, final- 
ly, the marvelous manner in which the 
institution of insurance is meeting the 
economic crisis. 


The insurance companies are taking a 





Casualty Manager 
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licking in the market and in some other 
ways but they are standing up to the bat- 
tle, are not failing and are making a 
much better impression than are the 
banks which are having harder luck. 
Hearty applause met all the speakers— 
Percy H. Goodwin, who has done so 
much toward furthering the interest and 
brightening the spirit of harmony be- 
tween insurer and company and agent; 
Walter H. Bennett, as he described what 
the association has done during the year 
and what are its principles and practices; 
Wilfred Kurth, president of the Home 
of New York and its affiliated compa- 
nies, who said the companies are getting 
closer together, the sense of responsibility 
in administration is becoming more acute 


and that the sheep and the goats will 
be divided so that unorthodox compa- 
nies will be romping alone in the insur- 
ance pasture; and James A. Beha, who 
declared that rate cutting and acquisi- 
tion cost abuses must be corrected and 
cease. 
A Touch of Fiesta 

As the delegates entered the Biltmore 
Hotel they found themselves in a con- 
vention atmosphere. Flags and bunting 
left over from the Fiesta decorated the 
hotel, pretty girls in huge Mexican hats 
were at the registration booth. 

The convention this time did not start 
with a brass band as sometimes has hap- 
pened but all seats were quickly filled. 
There was no pep singing. 


President Goodwin Gets Silver Saddle 
For Pet Horse From California Association 


Presented at Annual Get-Together Dinner; Ernest Palmer Stars 
as Toastmaster; Says Insurance Business Is So Dull One 
Can Hear the Dividends Pass; Kids Lt.-Governor Merriam 
of Louisiana; Number of Past Presidents at Head Table 


Los Angeles, Sept. 22—Ernest Palmer, 
manager of the Chicago Board of Fire 
Underwriters, starred tonight at an un- 
usual get-together of the National Asso- 
ciation of Insurance Agents in the Bilt- 
more Hotel. He had a lot of fun kid- 
ding the guest speaker, Lieutenant-Gov- 
ernor Merriam of Louisiana, who, in 
turn, turned his repartee battery on Pal- 
mer. The best thing Palmer said was 
that things are so quiet in the insurance 
business that you can hear the dividends 
pass. 

The California association presented to 
Percy Goodwin, president of the National 
Association, a very large silver saddle 
for his pet horse, Lady Bess, which is 
on his ranch, Corto Medaro, a beautiful 
estate fifty miles from San Diego. The 
saddle was taken onto the stage of the 
banquet hall so that everyone could see 
it glitter. 

Cyrus King Drew, editor of the “West- 


ern Underwriter,’ a former resident of 
Colorado and before that of Kentucky, 
responded to a toast by reciting a poem 
about Kentucky whiskey. 

“You have an awful nerve coming to 
a grape state and spouting praise of corn 
liquor,” said Toastmaster Palmer. 

President Percy H. Goodwin, Secre- 
tary Walter H. Bennett, Colonel H. P. 
Dunham, Connecticut commissioner, and 
W. B. Calhoun of Milwaukee, Wis., also 
spoke. Former presidents at the head 
table were introduced. They were A. W. 
Neale, Cleveland; James L. Case, Nor- 
which, Conn.; E. M. Allen, New York; E. 
C. Roth, Buffalo; Clyde B. Smith, Lan- 
sing, Mich.; Frank L. Gardner, Pough- 
keepsie, New York, and R. P. DeVan, 
now mayor of Charleston, W. Virginia. 
Fred C. Cox, Perth Amboy, and T. C. 
Moffatt of New Jersey, former pres- 
idents, were not here. The evening con- 
cluded with professional entertainment. 


Statler Hotel Chain Has Its Insurance 
In Stock Companies; Upholds Reciprocity 


J. W. Rose of Buffalo Calls It a Moral Obligation for Agents to 
Support Those Concerns Which in Turn Buy Stock Com- 
pany Coverage; Good Business Sense to Be Guided by 


Such Principles 


Los Angeles, Sept. 24.—The Statler 
Hotel chain has authorized Albert Dodge 
of Buffalo to have the Americun Agency 


Bulletin this: “Our insurance is 


print 
written in stock companies with agency 
service.” 

This was announced by J. W. Rose, 
Buffalo, in his address before the con- 
vention today. 
procity. 


This talk was upon reci- 
He said in part: 

“It is our moral obligation to support 
those concerns in every line of business 
who abide by this great principle. Your 
executive committee has been working 
diligently on this subject for more than 
two years, determined to make certain 
that the plan, when presented to the 
membership and the public at large, could 
not justly be criticized as a boycott or 
retaliation. 


“It’s actual operation began with the 


sending out from the New York office 


dignified and courteous letters to manu- 
facturers of nationally advertised prod- 


ucts inquiring as to the type of insur- 
ance they carried. The response to these 
inquiries was far beyond expectations. 
Some of the replies were read to you at 
the Dallas convention last year. 


Tells Agents to Spread Idea 


“In conclusion I say go out into the 
highways and byways and say to every 
man in any and every line of business, 
‘If you deny the right of insurance to 
make a fair profit on invested capital, 
if you deny the right of the service-giv- 


National Union a Co-operating Company; 
President Thomas Cheered to the Echo 


New Chief Executive of Pittsburgh Fire Company Introduced 
to Convention by Perey Goodwin; Mr. Thomas Says He 
Has Always Been an Organization Man and a Firm Believer 
in American Agency System 


Los Angeles, Sept. 24——The drama in 
this convention came today when Presi- 
dent Goodwin announced that the Na- 
tional Union had become a co-operating 
company and he wanted to introduce the 
new president of the company, John M. 
Thomas. Was Mr. Thomas popular and 
did he get a fine reception! ‘You said it! 

The company became non-co-operating 
in 1928 when grievances against it were 
registered by the Minneapolis Associa- 
tion. After the applause died down 


General Opinion That Schools Don’t Burn 
Is Erroneous Says Columbia Univ. Report 

New Chief Executive of Pittsburgh Fire Company Introduced 
to Convention by Perey Goodwin; Mr. Thomas Says He 


Has Always Been an Organization Man and a Firm Believer 
in American Agency System 


Los Angeles, Sept. 23—School insur- 
ance was the principal subject of discus- 
sion at the group meeting of agents 
writing from $100,000 to $300,000 in an- 
L. Gandy of 
Birmingham being chairman of the meet- 
ing. 

Drexel Foreman of Fort Worth, Tex., 
advised agents to get the report which 
Columbia University made of school con- 
ditions in Fort Worth in an exhaustive 
survey under Dr. Strayher of the Uni- 
versity. He said that the general opin- 
ion that schools rarely burn was erro- 
neous. Foreman said that one of the 
principal arguments made in fighting 


nual premiums, Charles 








Convention Cities 


Year City President Elected 
1886 Chicago, Ill.......... A. G. Simrall 
1897 St. Louis, Mo......... A. G. Simrall 
1898 Detroit, Mich....C. H. Woodworth 


Buffalo, N. Y....C. H. Woodworth 


1900 Milwaukee, Wis...G. D. Markham 
1901 Put-in-Bay, Ohio. .G. D. Markham 
1902 Louisville, Ky...... Thomas H. Geer 
1903 Hartford, Conn...... John C. North 
1904 St. Louis, Mo.....A. H. Robinson 
1905 Denver, Colo......... E. J. Tapping 
1906 Indianapolis, Ind...Chas. F. Wilson 
1907 Richmond, Va...F. W. Offenhauser 
1908 St. Paul, Minn...E. W. Beardsley 
1909 Atlantic City, N. J...Fred Guenther 
1910 Chicago, Ill........... A. W. Neale 
1911 Buffalo, N. Y...... J. H. Southgate 
1912 Atlanta, Ga....... J. H. Southgate 
1913 Cincinnati, Ohio..... C. F. Hildreth 


Year City President Elected 
1914 Minneapolis, Minn..C. F. Hildreth 
1915 Indianapolis, Ind....... E. C. Roth 
1916 Boston, Mass........... E. C. Roth 
1917 St. Louis, Mo......... E. M. Allen 
1918 Cleveland, Ohio...... E. M .Allen 
1919 Louisville, Ky......... Fred J. Cox 
1920 Des Moines, Iowa....Fred J. Cox 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 


Los Angeles, Cal....James L. Case 
Hot Springs, Ark...James L. Case 
Buffalo, N. Y....... Frank R. Bell 
Milwaukee, Wis...Thos. C. Moffatt 
Kansas City, Mo.....Cliff C. Jones 
Atlantic City, N. J...F. L. Gardner 
New Orleans, La. W. E. Harrington 
West Baden, Ind.....R. P. DeVan 
Detroit, Mich.......... C. B. Smith 
Dallas, Texas...... P. H. Goodwin 
Los Angeles....... W. B. Calhoun 








ing agents a reasonable compen 
service rendered, do not cor 
your own business is subjected to ,, 
tualization or Government control.’ 
“That is just common horse sense ~~} 
a plain business proposition. Stoc’. . 
panies and their representatives in the 
home office, in the field or in agency 
circles cannot afford to lend their patron 
age and support to those who © ou * yp. 
dermine our business by failing to heed 
the maxim, ‘Do not unto others what yoy 
would net they should do unto you” 


















































President Thomas said that he had al- 
ways been an organization man and that 
was understood by the board of the Na. 
tional Union when he took the job. He 
said that he was a firm believer in the 
American Agency System. 

In concluding he said that it might 
take a little time to carry out the com- 
pany’s new co-operating position but he 
wanted to assure the agents that the 
position would be carried out and that 
the Association could look for cordial 
support in his company. 


stock company agents in this busines 
was that the school would not bum, 
therefore the municipality could carty 
such risks with safety. 

James L. Case, Norwich, Conn., said 
he placed all the school business in his 
town, gave free servicing and dividel 
the commissions with members of the 
local board. 

Mayor Rudolph De Van, Charlestot, 
West Va., said the stock companies car 
ried school risks in his town. The get 
eral opinion was that school risks att 
ordinarily placed with the local boatl 
members. 











Convention Notes 


—— 


Los Angeles, Cal., Sept. 23—Comm's 
sioner Kidd of Indiana was introduce! 
to the convention this morning as a m3! 
who had been in the insurance busines 
for thirty-five years. He was a loca 
agent in Brazil, Ind. when appointed 
commissioner. 

Hart Darlington, United States mane 
ger of the Norwich Union, furnished the 
flowers at the side of the rostrum toda: 
He has been doing this at National As 
sociation conventions for ten years. _ 

The America Fore Group made a ht 
by furnishing each day of the convel™ 
tion a directory of delegates and guests 
where they were stopping, room numbers 
and the name of their town back hom 

(Continued on Page 24) 
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“The Home of New York” recognizes 
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American Agency System is living up 






to its responsibilities in providing a prac- 
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Home Insurance Company of New York 









favors and practices co-operation with 






agents and their territorial associations— 
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The Los Angeles City Hall is 452 feet high and towers above the adjacent building. The having for their object the preservation 


tower is surmounted by the Lindbergh Beacon which is visible for many miles. » The Home 





1., said 


















~ fe carries a substantial amount of insurance on this distinctive public building. » » # » 

livided of the American Agency System—the 
of the . 

a maintenance of its broad and proper 
phe principles—operating to further the in- 
s terests of the local agents and to maintain 
en the high standards of this organization. 
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2 59 MAIDEN LANE 

a hit 

= Strength «» Reputation «» Service 


home 




















Convention 


Los Angeles, Sept. 25—The National 


Association convention today adopted 


the following resolutions: 

No Allegiance to Companies Dealing 

Direct with Assureds 

1. We recognize the free and unre- 
stricted right of any insurance company 
to transact its business in any manner 
and under any system it chooses so long 
as such method shall not run counter to 
But we insist that 
where any company elects to deal with 
the assured direct, either in whole or in 
part, it thereby forfeits the right to de- 
clare it is operating under the American 


the law of the land. 





New President | 








Photo by O. F. 
B. CALHOUN 


The 


National Association owe no obligation 


DeLonge 
WILLIAM 


agency system. members of the 
to any such company and their allegi- 
ance should be given to that class of 
are transacting their 


the 


companies which 
business 
100%. 


Company Consistency in Organizations 


through agency system 


2. One evidence of the service of an 
insurance company lies in its record of 
consistency. Where this is absent its 
and its service 


influence is retarded 


weakened. For an insurance company 
to operate within an organization in one 
territory and without restrictions in an- 
other, perhaps just across the state line, 
is a destructive factor in the insurance 
business. When an organization of stock 
companies permits its facilities and the 
support of its members to be given to 
non-organization carriers it is by that 
practice following an inconsistent policy 
and weakening public confidence in its 
own household. We call upon company 
organizations so to amend their operat- 
ing rules as to eliminate these incon- 
sistencies and to withhold 
and participating facilities 


reinsurance 
from all other 
companies not supporting the principles 
the great ma- 


jority of companies in the United States. 


and policies sanctioned by 


Association to Deal with Whole Groups 
3. Where the practices of an insurance 
company are in intentional and continu- 








Resolutions 


ous violation of the principles of the Na- 
tional Association it must be obvious that 
such practices have the approval of the 
management of that company. Today 
many companies operate in what is 
known as a fleet or group arrangement 
under common management or control. 
Clearly the convictions of management 
as to company practices in a given fleet 
are uniform. Where, therefore, one com- 
pany in a fleet engages in unethical prac- 
tices the underlying motive must be com- 
mon to all. The position of the National 
Association as to the practices of any 
one company in a group is now, there- 
fore, held to be its position as to all 
companies in that fleet. 
Reduction of Auto Accidents 


4. A steady increase in the number of 


Wim. B. Calhoun is Elected President; 
C. L. Gandy Executive Committee Head 


Successor to Percy H. Goodwin Leader in Association Ranks 
for Long While; Prominent Agent in Milwaukee; Gand; 
Hails from Birmingham, Ala.; State Association Officer 
for Many Years and Four Years on Executive Committee 


Sept. 25—William B. 


Calhoun of Milwaukee, Wis., was today 


Los Angeles, 


elected president of the National As- 
sociation of Insurance Agents, succeed- 
ing Percy H. Goodwin of San Diego, 
Calif. The new chairman of the execu- 
tive committee is Charles L. Gandy of 
Birmingham, Ala., one of the most pop- 
ular members of the National Associa- 
tion. Retiring President Goodwin be- 
comes chairman of the Advisory Com- 





Chairman of Executive Committee, Charles L. Gandy, 


Birmingham, Ala. 


San Diego, Calif. 





| Officers For Coming Year 


President, William B. Calhoun, Milwaukee, Wis. 


Secretary-Counsel, Walter H. Bennett, New York City 


Chairman of Advisory Committee, Percy H. Goodwin, 








automobile accidents, a constant growth 
in the seriousness of injuries due to reck- 
less driving, and the obvious trend to 
larger and still larger payments to claim- 
ants are three factors adversely affecting 
automobile insurance. This situation 
makes it increasingly difficult to main- 
tain the volume of business and is nar- 
rowing the market through cancelation 
and retirement of companies. The Na- 
tional Association, therefore, calls upon 
state and local associations and individ- 
ual members to lend their assistance to 
highway safety movements involving the 
enactment of better motor vehicle stat- 
utes and ordinances, the better enforce- 
ment of such laws, and especially to lend 
those movements, which 
are directed toward convincing both mo- 
torists and pedestrians of the importance 
of scrupulously observing the rules of 
the road at all times. It also commends 
those efforts which explain to the public 
that automobile insurance rates are de- 
pendent automobile accidents, a 
factor within the control: of the public. 


assistance to 


upon 


Hoover Dam 

about the Hoover Dam 
condemned companies for dealing direct- 
ly with the public instead of agents. A 
resolution from the floor was offered, 
thanking Goodwin and the _ executive 
committee for their manner of handling 
the Hoover Dam controversy the way 
they did. 


A resolution 


Another resolution asks commissioners 
to make their attitude towards fleet com- 
panies consistent by watching actions of 
non-admitted companies of fleets. 

A resolution was introduced and passed 
commending efforts which explain to the 
public that cut rates are dependent upon 
the cost of car accidents, a factor within 
control of the public. 





. 
mittee which was formed last year and 
consists wholly of past presidents. 

President Calhoun has never been 
anything but a fire insurance man and 
his experience in the business began 
when he joined the Loyal Durand 
Agency, Milwaukee, as an office boy. 
By 1903 he was chief inside man of the 
agency and from there went to the 
Home of New York as Wisconsin spe- 
cial agent, with which company he 
served five years. For the next succeed- 
ing four years he was state agent of the 
Fire Association. In 1912 he went back 
to the local agency field in Milwaukee, 
teaming up with his brother, Allen R., 
the name of the firm being The Cal- 
houn Insurance Agency. 

In 1915 Mr. Calhoun was made spe- 
cial agent in Wisconsin for the Insur- 
ance Co. of North America fleet, but 
in 1920 decided to devote all of his time 
to The Calhoun Agency. He handles 
the insurance end and his brother the 
real estate and investment division. Com- 
panies represented in the agency include 
the Home Instirance Co., Insurance Co. 
of North ‘America and the Fire Asso- 
ciation, 

For three years Mr. Calhoun was 
chairman of the finance committee of 
the National Association, and for four 
years before that was chairman of the 
fire prevention committee. He is a past 
president of the Milwaukee Board, a 
position he held for three years ,and of 
the Wisconsin Association of Insurance 





Two additional resolutions were 
were passed ,one praising the National 
Union for agreeing to co-operate and 
the other criticizing political influence 
in placing fidelity and surety business. 
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Agents. He has been a member of the 

Milwaukee Service Club and also of the 

International Co-Operative Club. 
Although one of the youngest men. 


bers of the National Association of In. 





Executive Committee 


Head 














CHARLES L. GANDY 


surance Agents to be elected chairman 
of the executive committee, thus placed 
in line for the presidency next yeat. 
Mr. Gandy has had a distinguished cx 
eer in insurance. He has been a mem 
ber of the executive committee for the 
last four years, is a past president of the 
Alabama Association, and a member a 
the Ed. S. Moore Agency in Birming 
ham. 































































































For several years Mr. Gandy cori 
cealed his evident worth behind the title 
of assistant secretary of the Alabam 
Association, which post he first assumel 
in 1918, although it is no secret that he 
frequently exercised more influence it 
that organization than the other of 
cers. He is very well known throughot! 
the South and his election is certain t 
meet with favor everywhere. 























































































































Insurance Trade 
Press Is Well 
Represented Here 
































Los Angeles, Sept. 24.—Despite th 
fact that this convention of the Nation? 
Association is being held-on the Pacift 
Coast the Eastern insurance trade pape 
are well represented here. 
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NATIONAL UNION FIRE INSURANCE COMPANY 
J. M. THOMAS, President PITTSBURGH, PA. 
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The report of the administration lead- 
ers of the National Association was pre- 
the Wednesday 
morning by President Percy H. Good- 
win. 


sented to convention 
Those who also signed the report 
were William B. Calhoun, chairman of 
the executive committee, and Walter H. 
Mr. Good- 
win emphasized the new spirit of con- 


Bennett, secretary-counsel. 


ference which has been growing up this 
year between agents and companies in 
their own groups and also between these 
two big factors in the insurance business. 
He told of the new state and local asso- 
ciations joining the Nationai Association 
and of the formation of new and strong- 
er company organizations to bring about 
more desirable underwriting conditions. 

On the subject of reciprocity in busi- 
ness President Goodwin gave encourage- 
ment to the movement and told of the 
success along that line already achieved. 
He upheld the fights being waged in dif- 
ferent parts of the country against rate 
cutting and recited the results obtained 
in the National Association’s efforts to 
combat bank agencies and to secure com- 
missions for agents on the Hoover Dam 
contract bond. The president also men- 
tioned with pride the retirement of the 
Export companies from the writing of 
preferred automobile risks at low rates. 

Following is the text of the adminis- 
tration report: 


New Spirit of Conference 


From the viewpoint of our organiza- 
tion, the highlights of the year may be 
divided into two classes. On the credit 
side, we find the new spirit of confer- 
ence. Foremost, comes inauguration by 
the fire insurance executives of the In- 
surance Executives’ Association. There 
are also the new conference committee 
of fire insurance officials and the new 
conference committee, of casualty and 
surety officials, both appointed with a 
view toward establishing closer contact 
with agents, through similar committees 
of our own organization. 

We find our own Association strength- 
ened in influence and_ prestige—new 
units, particularly in the West, have 
joined our ranks. A new ideal of the 
aims and purposes of the National As- 
sociation has imbued many a former dis- 
believer. A number of banking institu- 
tions have closed their former bank 
agencies, and expressed their faith in the 
\merican Agency System as the true re- 
tailer of insurance. Many a local board 
has gained or regained municipal busi- 
ness through operation of the “Oakland 
Plan” of local board placements. Many 
of our companies have refused to do bus- 
iness with such hybrid organizations as 
the Church Properties Fire Insurance 
Corporation, and there is a distinct ten- 
dency on the part of companies to dis- 
continue ceding and granting reinsurance 
te companies of classes other than their 
own. 

There is increasing evidence that the 
assessment type of company has passed 
its heyday and many a big line, lost 
awhile to stock companies and agents 
by reason of the appeal of cheapness, has 
been restored. Industrial leaders are be- 
ginning to recognize that business rests 
on the fundamental principle of capital 
invested for profit. They are also now 
recognizing the wisdom of using their 
own money in their own businesses and 
are withdrawing the large deposit pre- 
miums required by the mutuals and sub- 
stituting stock insurance at manual rates. 
And again, these troublous times have 


Goodwin Submits Administration Report 


President of National Association Finds New Spirit of Con- 
ference Relations Between Companies and Agents; Reviews 
Achievements of Past Year; Urges Reciprocity in Business; 
Upholds Fight on Rate-Cutting; Finds Agents’ Organiza- 


tions Gaining Strength 


taught them the value of systematic 
agency service. 

On the debit side may be listed the 
constant threat of adoption of a more 
widely-spread branch office system; the 
growing number of huge fictitious auto- 
mobile fleets and employes groups in de- 
fiance of the laws of the states and 
the rulings of the commissioners; con- 
tinuance of the non-policy writing agent; 
unrest in the compensation ficld in which 
the companies are losing daily; reduc- 
tions in rates which impress us as _ bor- 
dering on the margin of safety and the 
consequent reduction in agency commis- 
sions; equity rating; continued overhead 
writing through the media of such or- 
ganizations as the Interstate Underwrit- 
ers Board and other pools and associa- 
tions of companies, including obviously 
the Hoover Dam contract bond. 


Compensation 


It has so happened that every recent 
convention of the National Association 
has closed just when the organization 
was faced with a tremendous new prob- 
lem to solve. The two conventions of 
the past year were no exception to the 
rule. 

During the annual convention at Dallas 
a year ago, your officers were shocked by 
news of a proposal before the National 
Bureau of Casualty & Surety Under- 
writers that compensation commissions 
should be placed on a graduating scale, 
retaining the present scale for the small 
risks, with a downward reduction in pro- 
portion to the size of the risk, so that 
risks above $20,000 would pay only 2.5% 
commission. 

Aroused to immediate action, the ex- 
ecutive committee, after interchange of 
numerous telegrams with the manager of 
the National Bureau, secured a stay of 


action until a committee of our Asso- 
ciation could proceed to New York and 
be heard. In our judgment the work of 
this committee provides one of the out- 
standing accomplishments of the Nation- 
al Association, not for this year alone, 
but for all time. Your commission scale 
has not been reduced nor has what we 
believe to be an unsound method of com- 
puting commissions on a graduated basis 
been established. The matter is still un- 
settled, and our committee has been con- 
tinued to negotiate with the Bureau look- 
ing toward stabilization of the compen- 
sation insurance business. 

We believe that our members should 
be exceedingly patient with the compen- 
sation companies in this behalf. The Na- 
tional Convention of Insurance Commis- 
sioners recognizes that rates are too low. 
No business can survive continuous loss- 
es. If we want to continue to write this 
important line, we must do our share to- 
ward conserving it. We think that our 
immediate duty is to. inaugurate more 
comprehensive safety campaigns and 
systems of inspection in the plants where 
we hold lines, in order that the loss ra- 
tio may begin an immediate trend down- 
ward. 

Bank Agencies 


The late fall brought consummation of 
years of work on the part of the National 
Association. The former Bank of Italy, 
with its hundreds of branch banks on 
the West Coast, each with an insurance 
agency attached for the purpose of se- 
curing the insurance of its borrowers, 
changed its name to the Bank of Amer- 
ica National Trust & Savings Associa- 
tion and simultaneously eliminated its 
member banks from competition in in- 
surance. Similar action was taken by 
the Wisconsin Bank Shares Corporation, 
the largest financial institution in the 


General Agents’ Association Head 
Renews Pledge Of Cooperation 


Joshua K. Shepherd of Little Rock, 
Ark., president of the American Asso- 
Insurance General Agents, 
brought the greetings of his organiza- 
tion to the local agents. He also pledged 
the general agents to stand shoulder to 
shoulder with the National Association 
in upholding the principles to which the 
Mr. Shep- 


ciation of 


two associations subscribe. 
herd said in part: 

In seeking appropriate words properly 
to express to you the fraternal greetings 
and cordial good wishes of the American 
Association of Insurance General Agents, 
I have repeatedly thought of the experi- 
ences, responsibilities and dangers that 
are common to both of us, and recalling 
the gracious words of your distinguished 
past-president, Clyde B. Smith, when in 
1930 he addressed us as “Fellow Middle- 
men,” I salute you as comrades in 
thought, feeling and purpose. 

Those companies which established the 
American Agency System thereby pro- 
vided the best safeguard for preventing 
the absorption by the state of the insur- 
ance business, When I contemplate the 


destructive probabilities of legislatures 
uninfluenced by the sober judgment and 
personal appeal of local and general 
agents, I am confident that the men and 
women comprising the local and general 
agency forces are measuring up to their 
obligations in a fair manner, in spite of 
the vast amount of unwise, inimical and 
unfair legislation that has been enacted 
by our several states. 

the insurance’ companies could 
operate successfully by use of salaried 
branch managers and salaried agents, 
which I doubt, such operation would last 
only until they no longer had the aid and 
influence of those men and women who 
by reason of the independence of their 
positions developed important places in 
the civic and social life of their commu- 
nities—after which the cry of the pater- 
nalist would cause the state to absorb 
the business. 

We purpose continuing to stand shoul- 
der to shoulder with you in protecting 
the business of insurance from harmful 
practices within or destructive forces 
without, pledging our energy and _ re- 
sources to its maintainance as a private- 
ly owned and operated commercial ac- 
tivity. 


* sociation into its bank agency fight and 
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state of Wisconsin, and by the First Se. 
curity Corporation, a big Utah banking 
chain. Other banks are following suit 

When the very branch banking sys. 
tem which catapulted the National As. 




















































inspired the famous Richmond Leelara- 
tion of eleven years ago leads the way in 
the opposite direction, we may as well 
take heart. No longer can it be stated, 
as was done many time in this particu. 
lar instance, that the National Associ- 
ation was no more than an _ impotent 
King Canute, bidding the bank agency 
wave to turn back. We are proud to 
lave on our program for this convention 
an important officer of the Bank of Am- 
erica. Through him we may express t 
the institution the honor that is due. 


Hoover Dam 
Running true to precedent the mit- 
year meeting at Nashville in March found 
your officers facing one of the most seri- 
ous developments in insurance history— 
the writing of the contract bond on the 
Hoover Dam, the greatest governmental 
construction enterprise ever undertaken, 
with the single exception of the Panama 
Canal. Six big contracting firms on the 
Pacific Coast banded themselves together 
(as Six Companies, Inc.) to undertake 
its construction. These firms had placed 
their business for years with local agents 
in their respective territories. 
When the Towner Rating Bureau rate 
on the job was promulgated the custom- 
ary commission figure was cut to 5% 
While faint rumblings of discontent were 
heard the majority of agents were dis- 
inclined to protest because of the nature 
of the job—a governmental enterprise, 
coming into the class of public service. 
However, when it was discovered that 
the small commission allowance in the 
rate as promulgated had been diverted 
to “engineering expense,” it was anoth- 
er story. Here we had the most flagrant 
and gigantic piece of overhead writing 
ever encountered. The reasons givél 
were particularly puerile. There was 
chauvinistic appeal to agents to donate 
their just commissions to the cause 0! 
the government. There were assertlots 
that the rate had been cut to the bont 
and therefore could not contemplate any 
commission, although later events prove! 
that the cut in the rate was measure 
by the commission saved. 
There was a tendency to pass the but 
to the contractors and to insist that the! 
had requested that the bond be handle’ 
by the branch offices of the originatit 
companies and no commission paid | 
agents. There was constant repetitle! 
of the claim that no agent had render! 
any service to the Six Companies, It 
and therefore no agent was entitled | 
any commission, when it was well know! 
that the firm was incorporated solely 
the purpose of this particular job, a 
no agent had had opportunity to set 
it, although agents had served the ™ 
dividual contractors making it up, on ths 
particular project as well as on thet 
regular contracts. al 
Most of the members of the Nati! 
Association are familiar with the histo ' 
of the case. Your president procet® 
to New York immediately after the N# 
ville meeting and succeeded in having © 
case reopened. It became a_ battled 
and shuttlecock proposition, Eastern 
ecutives passed it to their Pacific 6 
managers, who just as promptly retum™ 
it. Some of the twenty-three compa” 
which are on the bond stated irom , 
beginning that they would pay a“ 
mission to their interested agents. 50 
of them have paid and others are arral 
ing to pay. Others said they yvould ne 
if the others did. The third class 
adamant on the position that no ¢™ 
mission would be paid. 
Whether or not all companics fina 
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OUR EMBLEM 


and its Significance 


























ince who know us best know that our emblem stands for equity, square dealing, truth, 


mutual confidence. 


In itself it possesses no character symbols but like the time - honored 


escutcheons of family pride it is indicative of ideals and guarantees of performance. 


Look upon our coat of arms, if you will, as 
the symbol of an organization, nation-wide in 
scope, to which an agent can turn in times 
like the present with the full realization of 
its ability to meet all obligations, to pay all 
losses out of funds on hand. Behind our guar- 
antee of performance lies financial stability, 
the importance of which is undeniably greater 
than ever before. 


Confidence begets confidence. An old adage, 
true, but one that is a basic principle with us. 


Sympathetic home office consideration of 
field problems has won and held the loyalty 
of the 1,500 agents now representing this 
company. At their constant disposal is a 
national claim service, with litigation han- 
died by leading attorneys; a staff of special- 
ists with a complete understanding of the 
producer’s point of view. 


Agents who are keenly interested in repre- 
senting a company that is guided by ideals 
which make for longevity are invited to cor- 
respond. 


Standard Surety & Casualty Company 





of New York 





Home Office: 80 John Street, New York, N. Y. 
FRANK G. MORRIS, President 


“A Multiple Line Casualty and Surety Company” 
Surplus to Policyholders—$2,800,147.48 
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Administration Report By Goodwin 





pay the commission is yet to be deter- 
mined. In any event your officers be- 
lieve that the opening up of the ques- 
tion cannot fail to have been a power 
for good. They are convinced that it has 
given the surety companies a new con- 
ception of the strength of the National 
Association and the justice of its cause. 
They believe that in future, no such 
job, governmental or independent, will 
be bonded without proper commission 
paid to agents. 
Reciprocity in Business 

After many years of desultory talk 
about the sound principle of reciprocity 
in business the past year has witnessed 
the first definite movement in that di- 
rection. While members of the National 
Association had agreed that as a matter 
of ethics as well as business policy one 
should patronize those who patronize 
him, and should buy for office and fam- 
ily use products which are protected by 
the sort of insurance he sells, no con- 
certed effort in that direction had been 
made. This year has witnessed a crys- 
tallization of effort along that line, and 
its cumulative effect is now being felt. 

The National Association’s program 
has received endorsement of many com- 
panies, and their executives are insist- 
ing that their buying departments con- 
fine their purchases to such goods as 
are manufactured under the protection 
of stock insurance, sold through agents, 
and urging that all employes do likewise 
in their home purchases. The buying 
power of insurance company employes 
and agents combined is immeasurable. 
The reciprocity movement has been cor- 
dially received by the manufacturers who 
believe in the right of invested capital 
to» make a profit, and who appreciate 
that-mutualization would mean the wreck 
of their own businesses. Your officers 
think it exceedingly important that the 
principle of business reciprocity be self- 
applied by every member. 

Rate Cutting 

Of far wider scope than his position 
would indicate, was the ultimatum de- 
livered in May by Insurance Superin- 
tendent G. S. Van Schaick of the New 
York~Department against rate cutting 
and excess commissions. The New York 
Superintendent’s warning literally has 
been heard around the insurance world. 
Calling the companies by classes, fire, 
marine, casualty and surety, the superin- 
tendent charged that a material part of 
the insurance business is being conduct- 
ed on an illegal basis; that companies 
in many instances are exceeding their 
charter powers; in many more, buying 
their business through the expedient ot 
cut rates and excessive commissions. He 
gave them time to clean their houses, 
and then proposed to invoke the author- 
ity vested in the department to force 
them to do so unless they acted. 

The insurance commissioners of many 
other states have joined with the New 
York Superintendent in their own states 
and the companies of the several classes 
have appointed committees which are 
diligently at work in an undertaking to 
clear up the abuses which all of us know 
have prevailed. We believe that this 
undertaking augurs well for the future of 
the business. When the business comes 
to recognize that rates are made to be 
maintained and that the company which 
cuts rates below the margin of safety 
Or pays commissions higher than the 
traffic will bear is undermining its own 
financial structure and placing in jeop- 
ardy the properties of its policyholders, 
then indeed, will a better day dawn. 

Conference Movements 

It would be difficult to overestimate 
the beneficent effect of the new organi- 
zations for conference that have been 
perfected within the past few months. 
The Insurance Executives’ Association 
held its organization meeting this month. 
The scope of this body is wide. Its or- 
ganization offers the answer to one of 
the crying needs of the day. Such a 
body has been recommended by the Na- 
tional Convention of Insurance Commis- 


sioners as well as by the National As- 
sociation of Insurance Agents. 

Just before it was determined to or- 
ganize this body, the conference com- 
mittee of fire companies and a similar 
committee of casualty companies were 
formed. While it is too early to make 
predictions as to the extent to which 
the organization of insurance executives 
will dominate the administrative depart- 
ment of the fire insurance business, one 
need only point to similar organizations 
in the other branches to disclose its po- 
tentialities. 

The Association of Life Executives is 
a power in the life insurance field. Mem- 
bership in it is a badge of honor. It is 
the criterion of the life insurance world. 
There is also an outstanding leader in 
the American Life Convention, a similar 
organization of a different group of com- 
panies. And who can deny that the As- 
sociation of Casualty and Surety Execu- 
tives is the dominant force in its field? 

The wonder grows that the fire ex- 
ecutives have delayed so long. Ever since 
the National Board of Fire Underwrit- 
ers admitted its lack of authority in the 
underwriting field, the necessity of such 
an organization with legislative powers 
has been manifest. There is a cheering 
note in the character of the organiza- 
tion—it is to be composed not of the 
chief executives of all company members 
of the National Board but of those com- 
panies which belong to all four of the 
major jurisdictional underwriting organi- 
zations. 

It appears to us not unreasonable that 
this new organization presages the time 
when no company will be permitted to 
operate in one territory as a member of 
the underwriting body, and as a free 
lance in another part of the country. If 
this be true, the problems of the agent 
will be simplified vastly. He may rep- 
resent companies which operate in unity 
under established rates and commissions, 
or he may choose the free lance type, 
with full knowledge that there is no di- 
vision of loyalty. 


Fictitious Fleet Writing Companies 


The close of the fiscal year brought 
news of the retirement of the Export 
Fire and the Export Indemnity from the 
field of fictitious automobile fleet and 
group writing insurance. The practice 
of segregating a group of employes of 
a certain concern or of a certain asso- 
ciation and offering them a rate on their 
privately owned automobiles, discrimina- 
tory as against the private individual. 
long has been decried by the National 
Convention of Insurance Commissioners 
and the National Association of Insur- 
ance Agents. 

Your officers in their public appear- 
ances throughout the country have been 
unceasing in their efforts to wipe out 
this discrimination. Scarcely a week has 
gone by without exposure of one or an- 
cther of such schemes in the American 
\gency Bulletin, when definite proof was 
at hand. Just as the situation was be- 
coming more and more discouraging, 
came the announcement of the Export 
companies. It is to be understood that 
these companies had no monopoly on this 
type of business. Many companies con- 
tinue to write it and the campaign against 
the practice must continue. But the Ex- 
port companies may be called the pio- 
neers in the field. It was notorious that 
the Export Indemnity was organized for 
the purpose of writing this class. 

The majority of the major fleets, cov- 
ering the powerful utilties and telephone 
companies were traced to them. It is 
reported that the Export Indemnity will 
liquidate because the joint activities of 
the National Association and the insur- 
ance departments have cut off so many 
of their lines that the business is no 
longer profitable. We think the stop- 
page of the fleet rating activities of these 
companies is a definitive answer to what 
the National Association accomplishes. 
This is another case where the agent 
who stays outside the association and 





refuses to bear its burden, yet reaps the 
reward of its efforts. 
Within the Organization 

New Units—This year has witnessed 
the alliance with the National Association 
of the State Associations of Washington, 
Oregon and Arizona and the launching 
of the Montana Association. For the 
first time in history, the New York City 
and Brooklyn Associations have joined 
their destinies with ours. In the city 
of Chicago a new board of strictly local 
agents has been formed, also to oper- 
ate as a unit of the National Associa- 
tion. The majority of members of the 
Philadelphia Association have become 
members, and the entire roster is ex- 
pected to join at an early date. . 

In this new big cities movement it is 
impossible to fail to see an awakening 
on their part to the value of the Na- 
tional Association and the necessity of 
no longer undertaking to play a lone 
hand. The agents are fighting with their 
backs to the wall. They recognize the 
need of acting in accord with agents 
throughout the country. On the other 
hand, inclusion of these big city agents 
in the membership of the National Asso- 
ciation adds immeasurably to ts power 
and prestige, through enabling it to 
speak more nearly with the tongue of 
the entire agency body. 

Membership. — For many _ reasons 
Chairman Sparlin and his membership 
committee have been through a_ hard 
year. State officers have been called on 
to explain over and over again how much 
more vital is association membership in 
times of depression than in periods of 
prosperity. Many of the state officers 
have worked valiantly. Another diffi- 
culty was to be found in the fact that 
for the first three years of the Five 
Year Development Program, some of the 
states had been combed to the utmost 
in order to attain the 10% increase for 
each of the years. That the goal for 
each of the three years was passed is 
to the everlasting credit of the work- 
ers who accomplished the desired results. 

This year’s record is embodied in the 
report of the membership committee. It 
was evident long before the year closed 
that the full 10% increase could not be 
reached for the fourth successive year. 
We are sorry this is so, but not dis- 
couraged. It still remains that the pres- 
ent membership is the largest in history ; 
that its quality is of the highest, and 
that the association has strengthened its 
standing as one of the important insur- 
ance institutions. 

Markham’s Election : 

Chamber of Commerce of the United 
States—The year has wrought a new 
prestige for the National Association 1n 
the general business world in the elec- 
tion of Past-President George D. Mark- 
ham, St. Louis, as a director in the 
Chamber of Commerce of the United 
States. His election reflects glory on 
the man himself and on the organiza- 
tion that elected him. The National 
Association is fortunate in having avail- 
able for this responsible position such a 
high type of citizen. It is proud that 
the Association itself has come to en- 
joy such wide public esteem as to pre- 
sent and elect its candidates. 

Nationa! Council—This new division of 
the National Association inaugurated 
with the adoption of the new consti- 
tution at Dallas last year already has 
proven its worth. Most of the state as- 
sociations have carried out the original 
intent to select as national councillors 
representatives who enjoy the respect 
and confidence of the entire member- 
ship. It is proving of inestimable worth 
to the entire association, and its future 
is bright. It affords the much needed 
closer contact between the state units 
and the national body. The national 
councillor acts as liaison officer between 
the two—he is the state’s direct repre- 
sentative in the national councils and 
the National Association’s direct rep- 
resentative in his own state. 

Membership Pledge.— Every member 





of the National Association has beg 
given the opportunity to sign the mem 
bership responsibility pledge. It co, 
stitutes simply his declaration of alk 
giance to the organization of which } 
is a member. There should be no mi 
understanding as to its intent. Und 
the method of procedure of the Nation; 
Association, every new declaration 4 
principle goes through the mill befoy 
its adoption. When need arises, its me; 
its and demerits are threshed out in th 
executive committee. Where the com 
mittee is of one mind it is then brough 
before the National Association in cor 
vention assembled. The majority yj 
prevails. 

In no case does the executive commit 
tee embark on any new venture unles 
it be the wish of the majority, Thy 
final word is with the membership. Fo; 
mulation of the pledge was with a typo 
fold purpose—to bind the members of th 
association into a more cohesive uni 
to set at rest any false rumors that th 
association is a house divided. We fe: 
that no agent has a right to belong 
the National Association unless he } 
willing to carry on with its principle 
and purposes. We believe that it is re 
indeed to find a member who is not loy: 
to the association, heart and soul. Th 
signing of the membership pledge is by 
an evidence of that loyalty. 

Looking Forward 

To the New Administration: We han’ 
over the keeping of the National Ass 
ciation to the new administration with 
out strings. It must meet its new pro 
lems as they arise. We do urge, hoy 
ever, that the new spirit of conferenc 
report within the past year be not 
lowed to die. Its attainment reacke 
the ultimate for which the National As 
sociation has striven for the thirty-fi 
years of its existence. The association 
under the leadership of the new admit 
istration, should make the most of 

To your constant vigilance we com 
mend these problems yet unsolvei 
branch offices and non-policy writisg 
agents; overhead writing through com 
pany pools; fictitious fleet and employe: 
group coverage; farm underwriting; 
losing business of compensation and 2v 
tomobile liability; the continuous threat 
of governmental invasion of private bus 
ness; cession and recession of reinsut 
ance by organization companies of not 
board companies, and by stock compatit 
of assessment carriers. 

To State Officers: Build up your men 
bership, and more important still, co 
serve your present membership; k 
your association on a sound financial lé 
sis; be on watch for qualities of le! 
ership in your young men; where 14 
find them, develop the material you ha 
for the sake of the future of your sti 
association. 

To the Individual Member: Careftl 
select the companies you represent! T 
no chances on a company whose mit 
agement is open to question or wh 
underwriting policies are subject tos 
picion. Do not let the immediate m 
tary gain of an excess commission 0 
cut rate that will hold a single line bli 
you to the inevitable consequences 
unsound underwriting. Classify 
companies. Reward with your prem 
and trust the business of your pol 
holders only to such companies as a 
by established rates and commissions # 
pay their just losses promptly. : 

Establish adequate credit systems Ww" 
in your own offices and do not_c™ 
irresponsible assureds too long. Do" 
undertake to assume the role of ban 
or consider that you have a right © 
duly to withhold your company’s mont 
Make yourself so secure with your 
sureds by selling them sound indem 
and with your companies by trée@ 
them fairly that the American Ag¢ 
System, tried by the fires of a hunt 
years, will continue to prove itself ¢ 
sential to American business, an¢ © 
talk of substitution of the branch 
fice system will be silenced forever 
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Fire — Automobile — Windstorm 
Casualty— Fidelity Bonds—Surety 





THE LONDON & LANCASHIRE 
INSURANCE COMPANY, LTD. 


ORIENT INSURANCE COMPANY 


LAW UNION & ROCK 
INSURANCE COMPANY, LTD. 


SAFEGUARD INSURANCE 
COMPANY 


ENGLISH AMERICAN 
UNDERWRITERS’ AGENCY 


STANDARD MARINE 
INSURANCE COMPANY, LTD. 
(Fire Dept.) 


LONDON & LANCASHIRE 
INDEMNITY COMPANY 
of AMERICA 





Western Department Pacific Department 
223 W. Jackson Blvd. 332 Pine St. 
Chicago, Illinois San Francisco, Cal. 


Eastern Department 
20 Trinity St. 
Hartford, Connecticut 


NEW YORK OFFICE 


and 
BROKERAGE & SERVICE DEPARTMENT 


85 John Street, New York 


The London & Lancashire Group takes pride in its record established in serving the American Public 
for over fifty years through loyal and dependable lo cal agents. 
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Kurth Predicts Greater Co-operation 


Wilfred Kurth, president of the Home 
fleet of fire and casualty companies, for- 
mer president of the National Board of 
‘ire Underwriters, and one of the leading 
the fire insurance busi- 
ness, expressed the hope this week be- 
fore the Los Angeles convention of the 


spokesmen for 


National Association of Insurance Agents 
that organized orthodox agents and or- 
thodox companies will deal solely with 
one another in the not too distant fu- 
ture. 


Touching upon other problems of fire 
insurance Mr. Kurth said he was not at 
all alarmed at the growth of the branch 
cffice system and that agents had little 
to fear from this threat. He also stated 
that he discerned a change in the attitude 
of company men toward agents’ qualifi- 
cation laws and that an agreement in 
most states should soon be easier. As an 
aid to premium income for producers Mr. 
Kurth urged the creation in this country 
of a comprehensive fire policy so that 
under one contract sold at a single in- 
terview an agent might cover his assured 
against not only the straight fire hazard 
but also against many of the so-called 
side-lines. 


Following is the text of President 
Kurth’s address practically in full: 

Let us examine some of the problems 
of current interest and confer as to their 
solution. 


Branch Office Problem 


A lot has been said and written about 
branch and salaried offices, although per- 
sonally I don’t regard them as a serious 
problem. There are instances where the 
head office of a company maintains a 
counter (at least two have operated such 
for a hundred years or more) and the 
company is bound by the same rules as 
to commission and brokerage which bind 
the agert. To these there can be no 
serious objection. If the company does 
not live up to the obligations thus im- 
posed the remedy lies elsewhere than is 
legislating the office out of existence. In 
our own organization of thirteen fire 
companies we had perhaps thirty a year 
ago, as against over 40,000 agents. Today 
there are five less. 

As I said before I don't regard them 
as a serious problem, but you agents can 
very definitely prevent their spread. If 
you do not omit, or neglect, or curtail 
those intimate and important facilities 
and services which only an agent can 
render then there is no reason for the 
spread of this type of office. And I’m 
satisfied it won't spread. On the other 
hand if, when and where the contrary 
is true and the position and activities of 
the agents are diverted and _ circum- 
scribed to the limitations of a broker 
then perforce the resulting deficiency 
must be supplied through the only other 
available channel. I reiterate they are 
not a serious problem as I’m convinced 
the English system will make no appre- 
ciable progress here especially while 
your organization continues alert to the 
situation. 


Change in Company Views on Qualifi- 
cation 


Years ago committees representing the 
organized agents and the companies 
agreed upon a form of qualification law 
which “would not be opposed” by the 
companies. It was an innocuous affair, 
and practically valueless for the purpose 
intended to be served; still it was a 
starting point. A great deal of water 


President of Powerful Home Group Believes Organized 
Orthodox Agents and Orthodox Companies Will Deal 
Solely With Each Other; Pays Tribute to Goodwin; Not 
Alarmed by Company Branch Offices; Sees Change in 
Executives’ Attitude on Qualification Laws 


has gone over the dam since then and 
while the winter headgear of the Michi- 
gan upper peninsula agent isn’t suitable 
for his south Texas brother, neverthe- 
less they both wear hats, and when the 
proposed law which will be jointly draft- 
ed by those concerned is completed only 
minor modifications necessitated by local 
conditicns will be needed to make it ap- 
plicable everywhere. Enlightened com- 
pany opinion has undergone a_ pro- 
nounced change in regard to such laws. 

Some years ago when I was privileged 
to address you at Cincinnati I had quite 
a lot to say about confining your rela- 
tions to companies known to be, for want 
of a better term, “orthodox.” As was 
the case then the “heterodox” are com- 
paratively few in number and easily 
identified. I am not referring to mu- 
tuals, reciprocals or that stripe by what- 
ever name known for I take it for grant- 


ed that no serious minded company offi- 
cial or legitimate agent would traffick 
with them under any conditions or cir- 
cumstances. 

I refer to those stock companies, or- 
ganization members and usually ortho- 
dox, which interchange reinsurance with 
other stock companies at rates or under 
policy conditions not available to their 
own agents, and thereby create, or at 
least emphasize those unhealthy condi- 
tions which have so seriously threatened 
our business. The unwisdom, indeed the 
danger, of such action is so obvious that 
it would seem unnecessary to refer to it. 


Companies Must Be Wholly Organiza- 
tion or Outside 


What, however, is the proper attitude 
toward the same company in territory 
where its membership in local organiza- 
tions determine its actions? This isn’t 


Ass’n Finances In Good Shape; 
Expenses Kept Within Receipts 


The National Association finances have 
so far remained satisfactory, with ex- 
penses kept within receipts, budget bal- 
anced for 1931-1932 and no inroads made 
upon the present cash surplus, according 
to Edwin J. Cole, Fall River, Mass., 
chairman of the finance committee, in 
his report to the association’s national 
council on Tuesday. Quoting from his 
encouraging the following is 
given: 


report 


Notwithstanding the unusual activity 
of the association during the past twelve 
months, the expenditures of the associa- 
tion have been kept within the budget 
provided at the beginning of the year. 
It has been only by reason of the most 
careful administration of the funds of 
the association and the close attention 
to the collection of our bills receivable 
that we have been able to close the year’s 
work without drawing upon our modest 
surplus fund. It was contemplated at 
the beginning of the year that we might 
have to do this. It therefore seems to 
us to be a matter of congratulation that 
the financial expenditures of the associa- 
tion for the twelve months’ period have 
not exceeded the income received during 
the same time. It seems to your finance 
committee that this has been all the more 
remarkable because of the substantial in- 
crease in the publication cost of the 
American Agency Bulletin occasioned by 
its enlargement on the first day of the 
last fiscal year. 

For the last two years the National 
Association has been able to operate on 
an allocation certified to the respective 
state associations based upon a charge 
of the National Association during the 
preceding fiscal year. 

It is the hope and expectation of the 
finance committee that we may be able 
to continue for the succeeding year on 
the same basis without any increase. 

New Budget $93,485 

The new budget of operating expenses 
has accordingly been prepared for sub- 
mission to the executive committee, fix- 


ing the total net operating expenses for 
the next fiscal year at $93,485, a decrease 
of over $5,000 over last year. We have 
been enabled to do this only by antici- 
pating the most rigid economy in the 
necessary operating costs of the asso- 
ciation. It is anticipated that the execu- 
tive committee will withdraw from sur- 
plus a sufficient amount to reduce this 
so that the payment by the states of 
sixty cents per member per month will 
equal the total amount required for the 
operating expenses for the new year. 


We have again included in the budget 
an item of $7,000 for membership devel- 
opment work where this work is actually 
performed by the state association off- 
cers or committeemen. This item will 
cover an appropriation for each state of 
five cents per month per member (sixty 
cents per member for the year) for trav- 
eling expenses actually incurred by state 
officers or committeemen in any new 
membership work undertaken by them, 
provided such state association has paid 
its allocation in the manner and at the 
time fixed by the executive committee. 

The financial difficulties in which a 
few of the state associations have found 
themselves has led us to suggest to the 
executive committee the importance of 
giving attention to recommending con- 
stitutional provisions in the respective 
states that would immediately solve the 
question of delinquencies to Na- 
tional Association heretofore existing. 
It is already provided in the constitu- 
tions of two of our state association units 
substantially as follows: Out. of each 
member’s dues as received, the secretary 
shall at once allot to a fund to be known 
as the National Association Fund, a sum 
equal to $9.00 in one state, $7.20 in an- 
other. This fund shall not be used for 
any other purpose except for the pay- 
ment of the National Association alloca- 
tion for the succeeding year; provided 
that if any,money remains in this fund 
after the succeeding year’s allocation 
shall have been paid, the balance so re- 
maining mav then be transferred to the 
general fund. 
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a theory but an actual condition frop 
personal experience and observation j 
our own organization. It is a locality 
problem and difficult to solve. We ca 







































all experience a degree of sympathy wit, Fri 
the feeling, often expressed, that it if Y., p 
better to have companies “regular” iff atic 
at least part of the territory in while. 
they operate rather than “outlaw” in the "°". 
whole field. I don’t agree, for I’m cop. ™SS! 
vinced that we’vé reached the point jf rates 
our history when companies must kf Thu 
wholly organization throughout off... 
whole country, or wholly outside. ceil 
I believe we again have with us the St!” 
single agency question. The lustre oj that 


this ideal condition became sort of tar. 
nished during those golden years jj 
which companies and agents were doin 
a “banking” business, but with the r. 
turn to sanity and the insurance busines 
it again presents itself for consideration 
Local boards have made splendid prog 
ress in this direction, but in the mat 
the multiple agency evil has fattene/ 
upon the support of certain of the heter- 
cdox companies until at points it hy 
become a stench in the nostrils of nor 
mal humans. 

It is almost unbelievable the number 
of agents certain companies have in this 
fair city, for instance. On the othe 
hand, it is reassuring to know such com 
panies are not on the approved list ¢ 
your association. Nothing can chang 
the practice of such companies except 
complete repentance and reform whith 
isn’t nearly so far away as some few 
As for the regular companies, my ite 
is that if we can get together on a phi 
form such as was built to arrest the bat 
agency evil, that is—that we pledge eat! 
other that there will be no further & 
tension of multiple agencies, and the. 
further reconsider and modify, as fz 
opportunities occur, existing rules whet} 
more than one is permitted, 
have, I believe, met present possibiliti 
and certainly prevented further growth 


























1 
omprehensive Fire Policy F 

I suppose everyone in our _ busine as 
especially in the production end, § e 
gravely concerned as to methods of di 








creasing income, or possibly to stop 
decrease, and in times past we have b 
urged to develop “side lines,” so-call 
until the word is anathema to most (! 
us—it certainly is to me, for we've fout! 
that in at least one of these side lin’ 
the premiums haven’t thus far equal 
the cost of printing the supplies. 
yet the property owner should have ti 
protection, although I imagine his 
perience is generally no different 
my own. 

The modest homestead of mine is (0 
ered fairly completely but I recall tH 
constant irritation caused by notice 
expiration of this or that kind of in 
ance until in exasperation I’m_ inclitt 
to discontinue all. Nevertheless, th 
not the solution. In my opinion it 
in the direction of giving an owner (ot 
plete property protection—fire, wi" 
storm, ’quake, water damage, burgla] 
and so on, as well as for all third pat’ 
loss (liability, etc.) in one contract. 

In other words, a man’s house, its¢o 
tents and the liabilities he has assum 
as owner could then be covered 
single contract against all insurabe bt 
ards. This sounds formidable but #7 
matter of fact the policy could well ! 
less cumbersome and complex than # 
single one of the many now needed . 
the combined protection. The adver 
tages of such a contract are numero 
and obvious. First, the premium W 
comparatively large, could be sus 
tially less than the aggregate of ! 
charges for the individual covers, *7 
consequence of which it would just 
wider and more intense cultivation "| 

(Continued on Page 22) 
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Gardner Seeks Action On Cut Rates 


And Excess Commission Payments 


Past President of National Association Says Agents Have 
Power in Own Hands to Curb Practices of 
Companies Undermining Strength 
of American Agency System 


Frank L. Gardner of Poughkeepsie, N. 
Y, past president of the National Asso- 
cation and the New York State Associa- 
tion, indicted the payment of excess com- 
missions to agents and the cutting 
rates in speaking before the convention 
Thursday morning. He said the best 
agents and the best companies should 
stand together for quality coverage and 
that this would eliminate the rate-cutter 


of 





FRANK L. 


GARDNER 
and excess commission payer. His re- 
marks follow in part: 

I have been interested in an agents’ 
qualification law for a good many years, 
and I am thankful to say that it looks 
as though it will not be long before 
everybody interested in insurance will 
demand one. When we get such a law, 
I hope that within a reasonable time one 
of the qualifications to taking the ex- 
amination will be that the applicant has 
had a thorough grounding in insurance 
history, a qualification that every busi- 


nes- man should have in the particular 
line of endeavor that he is following, 
for those who can learn from the ex- 
perience of others are indeed fortunate. 
It has been said that personal experi- 
ence is the only real teacher, but I be- 
lieve that a ground-work of the history 
of the insurance business would impress 
upon any man the fallacy of either ex- 
cess commissions or cut rates. 

Since the early days of insurance there 
have been certain men, together with 
company connections or as agents, who 
felt that they could obtain for them- 
selves an advantage over every one else 
in the business, but the result has al- 
ways been the same, for others would 
follow the line of least resistance and 
meet this form of competition, and wher- 
ever such practices have been followed 
business was demoralized, and in the end 
the brokers or sub-agents as a rule got 
most of the advantage. That is, when 
you sell price instead of quality, it needs 
little training or experience, and the 
very advantage which the well trained 
agent or the sound, well managed com- 
pany has in the quality of protection 
and services rendered is lost when ex- 
cess commission and cut rates are given 
the emphasis. 

Companies and Agents Suffer 


Where business has been badly de- 
moralized, it has required a great deal 
of hard work to straighten out the sit- 
uation, and companies have been prone 
to blame the agents and the agents the 
companies for the trouble they were in. 
You will recall that there has been a 
great deal of discussion as to who was 
at fault in the Garden of Eden. Some 
say that Eve tempted Adam, while others 
say that Adam was hungry and demand- 
ed part of Eve’s apple. Anyway, they 
beth fell, and whether you blame the 
companies or the agents, wherever you 
find excess commissions being paid or 
cut rates being offered, you find insur- 
ance in disrepute, and both companies 
and agents suffer as a result. 

The best talk I ever heard on the sub- 
ject was given by former Superintendent 
Conway of New York State at the an- 
nual meeting of the New York State 


Association of Local Agents in 1930. He 
had been going through a year where it 
was necessary to clean up a lot of situa- 
tions caused by the cutting of rates and 


the paying of excess commissions. His 
statement “that when the insuring pub- 
lic pays inadequate rates, it will also pay 
by making up the deficiencies” is a fact 
that is many times lost track of. 

The insurance dollar can not be 
stretched. The agent is entitled to a 
fair share of that dollar for the work he 
does, but he must justify that work. The 
company is entitled to a fair profit after 
paying legitimate expenses but the rest 
of that dollar must be used for the pay- 
ing of losses, and it is only by that meth- 
od that fair rates can be arrived at for 
sound protection for the buyers of in- 
surance. 

This is a subject that has been before 
insurance men for many years. It is not 
due to the fact that they do not know 





the remedy but rather that there has not 
been a united effort by either the agents 
or the companies to clear up the situa- 
tion. If the agents who are organized 
would absolutely refuse to have anything 
to do with any agent who did not abide 
by board rules and rates in the district 
in which he is doing business, and refuse 
to have anything to do with any com- 
pany that did not follow the same pro- 
cedure, and which did not reinsure com- 
panies that were on the outside, this 
trouble would be very largely reduced, 
if not eliminated. That would mean that 
the best agents and the best companies 
would stand squarely for quality cover- 
age and it would put the cut-rater and 
the excess commission man right in a 
class by himself, where the general pub- 
lic, with such a line drawn, would find 
it easier to make a decision than at the 
present, where certainly the goats and 
the sheep are not separated. 


Bennett Warns Of Government 
Encroachments On Insurance 


National Association Secretary-Counsel Says That Insurance 
Organizations Now Have Splendid Opportunity for 
Real Public Service; Tells of Plan to Form 
National Insurance Council to 
Aid the Business 


Sounding the convention theme of “In- 
surance Organizations and Their Public 
Service,” Secretary-Counsel Walter H. 
Bennett told the gathering Wednesday 
morning that the National Association 
of Insurance Agents this coming year 
will attempt to form a National Insurance 
Council to be composed of representa- 
tives of all insurance organizations, the 
sole object of which would be a public 
service program of equal benefit to the 
business of insurance and the insuring 
public. He said that such a program 
should enhance the public service of each 
organization now functioning and that 
the combined directed genius and influ- 
ence of all of them would be an almost 
irresistible power in planting firmly and 
definitely in the public mind and con- 
sciousness the truths of insurance and 
its services to mankind. 

Meanwhile Secretary 
that insurance organizations 


Bennett urged 
take heed 


of such threats to the business as are 
offered by radical legislative programs. 
He cited specifically government insur- 
ance of various kinds and unemployment 
insurance with government backing. Mr. 
Bennett also called for an end to surety 
bond racketeering which has taken a firm 
hold in some places. 

Following are extracts from Mr. Ben- 
nett’s address: 

The public service of insurance organi- 
zations is the primary theme of this 
convention. Ancillary to that is build- 
ing business out of depression. The time 
is most opportune to give consideration 
to these subjects, and I hope their or- 
derly development here this week may 
give insurance a new impetus toward a 
larger fulfillment of its ultimate destiny. 

Evidences of Public Service 

Our appreciation of the genuine public 
service of such outstanding issurance or- 
ganizations as the National Convention 
of Insurance Commissioners, the Na- 
tional Board of Fire Underwriters, is 
best evidenced by the appearance on this 
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program of distinguished and nationally 
known representatives thereof, thus tes- 
tifying to our belief in the constructive 
and beneficial public service of these 
powerful allies in the business of insur- 
ance, 

Never since the dawn of recorded his- 
tory has the importance of organized 
business and organized industry been so 
apparent as now, nor its necessity so 
strikingly demonstrated. 

One evidence of the public service of 
an insurance organization lies in a rec- 
ord of consistency. Where this is ab- 
sent its influence is retarded and its ser- 
vice weakened. To illustrate: where a 
company organization of stock compa- 
nics, gives its facilities and the support 
of its members to non-stock or non- 
organization. carriers, it is by that prac- 
tice following an inconsistent policy and 
weakening public confidence in its own 
household. 

By the same token the National Asso- 
ciation of Insurance Agents, if engaged 
ii an inconsistent practice, is failing to 
that extent in its potential usefulness 
and service. To illustrate again: where 
the practices of an insurance company 
have been held by the national associa- 
tion to be intentional and continuous 
violation of its principles, it must be 
obvious. that such practices have the ap- 
proval of the management of that com- 
pany. Today many companies operate 
in what is known as a fleet or group 
arrangement under common management 
and control. Clearly the convictions of 
management as to company practices in 
a given fleet are uniform. Where, there- 
fore, one company in a fleet engages in 
unethical practices, the underlying mo- 
tive must be common to all. The posi- 
tion of the national association as to the 
practices of any one company in a group 
should, in my opinion, be its position as 
to all companies in that group. 

Trade Association Movement 

Now, the task of American business is 
to preserve from destruction those con- 
ditions and those opportunities which 
produce national greatness and individ- 
ual happiness and prosperity. The main- 
tenance of those ideals and those con- 
ditions contributing so largely to this 
desirable state can be secured only 
through the voice and act of organized 
business in every section of our land. 

This necessity has created in the Uni- 
ted States what we call the trade asso- 
ciation movement. It has the endorse- 
ment and support of statesmen, econo- 
mists, scholars and savants. Its chief 
protagonist is the President of the Uni- 
ted States, who, while Secretary of Com- 
merce, publicly and repeatedly cham- 
pioned the movement as one calculated 
to preserve all that is best in the genius 
of American business. 

All honor to that great adopted son 
of California, whose place in history has 
been permanently fixed as a benefactor 
of humankind. 

He stands today as a mighty fortress 
detending the orderly advancement of 
business in this country through private 
initiative, ability and efficiency against 
those who would thrust the government 
further into business. 

We are on the eve of another session 
of the National Congress. It is to be 
expected that those politicians who are 
socialistically inclined and who believe 
that the present depression in this coun- 
try should be relieved by a paternalistic 
wovernment will be ready and anxious 
to precipitate into that Congress perhaps 
the most radical measures that have been 
sucgested since the birth of the Nation. 

Tribute to Barnes and Strawn 

In my judgment, it is most fortunate 
at this time that among the President's 
advisors are such men as Julius H. 
Barnes, chairman of the board, and Silas 
H. Strawn, president of the Chamber of 
Commerce of the United States. It is 
men of this type whose services are at 
the command of American business who 
will save us from the chaos of commu- 
nism daily growing stronger in this 
country. 

Let me suggest that it is not likely 
that insurance can escape the attention 





of those who are communistically in- 
clined. Today the attack of the dema- 
cogue and the notoriety seeker is being 
directed toward public utilities. Tomor- 
row it may well turn to insurance. 

It seems to me, therefore, that it is 
not only the part of wisdom but a very 
necessity that insurance shall be pre- 
pared for its just defense and its hon- 
orable vindication. 

The only vehicle by which this result 
can be brought about is insurance or- 
ganizations. This is the immediate pub- 
lic service demanded from all of them. 
No insurance organization can longer 
remain isolated and indifferent without 
brinzing down upon its head the right- 
cous indignation of the friends of insur- 
ane. 

It is my firm conviction that no man 
should receive a dollar of commission 
upon any piece of business unless he is 
legitimately and honestly engaged in the 
insurance business. The promiscuous 
appointment of political agents who per- 
form no service but exert pernicious po- 
litical influence upon the business, can- 
not be justified. If the surety compa- 
nies would adopt a policy of paying com- 
missions only to those who are legiti- 
mately engaged in the insurance busi- 
ness, responsible for its problems and 
constantly rendering an acceptable ser- 
vice, they will have gone a long way 
toward curing such evils. 

Racketeering in Bonding 

Racketeering in bonding must go! The 
grip of the slimy hand of politics upon 
those large bonding premiums must be 
broken! The business cannot longer sup- 
port it. Surety companies will not jus- 
tify it. It is a curse upon the American 
Agency System. It is indefensible, rep- 
rehensible, and must be abolished. 

The insurance organization known as 
the Acquisition Cost Conference for Fi- 
delity and Surety business could render 
no finer public service than to cast the 
political grafter without the gates. 

While those of us who are close to 
the insurance business recognize its 
vices along with its virtues, and try to 
cure the former and sustain the latter, 
we must wonder at the frequent repre- 
sentations made against it that have no 
basis of fact. 

Insurance is faced with legislative re- 
strictions founded on misinformation or 
retaliation; extraterritorial jurisdiction 
of supervising officials; retaliatory action 
by commissioners of insurance; inordi- 
nate greed of states for more and more 
income from questionable taxes; ignor- 
ance of underwriting and incompetent 
management; envy and jealousy on the 
part of the unsuccessful; the practices 
of the unprincipled and the unethical— 
all these things operate against the suc- 
cessful functioning of insurance and slow 
up its public service. 

Organized insurance effort, intelligent- 
ly directed, is the sole answer to these 
currents sweeping through the 
business. This is the public service to 
which insurance organizations should be 
dedicated. 

Unemployment Coverage 

One vear ago, I had occasion to point 
out to the convention that unemployment 
insurance agitation was stalking the land. 
In the last twelve months the agitation 
of this system as a panacea for unem- 
ployment has increased with each pass- 
ing month. During the year it has at- 
tracted the attention and study of econ- 
omists, statesmen and philanthropists. It 
is a subject of constant debate in the 
daily press. Congress will wrestle with 
the question this coming winter. 

The relief of unemployment is a major 
question before the American people. A 
solution for the problem must be brought 
forth. I make bold to assert, however, 
that it is a question for industry and not 
for government, either directly or by 
any participation therein. Unemployment 
insurance sponsored by the National 
government will inevitably and instantly 
lead to the dole system. This has been 
the experience of every nation that has 
undertaken this adventure. Politics in 
America would more speedily develop 
this kind of insurance into a dole than 


cross 


anywhere else on earth. The system is 
now costing England four hundred mil- 
lion dollars annually. It is causing cabi- 
nets to fall, embarrassing governments, 
hankrupting treasuries and leading the 
people to idleness and want. Instead of 
being a cure for unemployment, it im- 
measurably aggravates the disease. 
Insurance organizations could render a 
splendid business service by immediately 
launching an educational campaign to 
show the citizenry of America exactly 


where government unemployment insur- 
ance would lead. 

The management of insurance organi- 
zations have an ambition, of course, to 
have their associations, boards or br- 
reaus public service organizations. Be it 
remembered that insurance in all its 
ramifications must have as its guiding 
star the public interest. Insurance exists 
solely for the benefit of the public. The 
public service of each organization, there- 
fore, becomes its paramount object. 


Casualty Rate Adequacy Is 
Featured In James A. Beha’s Talk 


National Bureau General Manager Gives Advance Word on 
Forthcoming Agent-Company Committee Con- 
ference on Acquisition Cost Item in 
Compensation Line 


The Los Angeles convention was told 
on Wednesday by James A. Beha, gener- 
al manager and counsel, National Bureau 
of Casualty & Surety Underwriters, that, 
in connection with the plan to develop 
better opportunities for the sale of work- 
men’s compensation insurance, the mem- 
ber companies of the Bureau “expect to 
give further study to the subject ‘of ac- 
quisition cost.” Mr. Beha said that the 
National Association of Insurance Agents 
has been invited to appoint a_ special 
committee to study this subject with the 
Bureau’s executive committee and to be 
ready to confer on these matters at an 
early date. “This should give us an op- 
portunity to work out this problem on a 
practical basis to the satisfaction of all 
concerned,” declared Mr. Beha. 

The National Bureau general manager 
brought to the convention an impressive 
word picture of the wide-flung activities 
of his organization as the casualty rate- 
making body of the business. He empha- 
sized that the forty-eight company mem- 
bers of the Bureau have pledged them- 
selves to abide by its rates and to write 
no policies except at bureau rates. In 
addition, some non-bureau companies ad- 
here to such rates even though they have 
not pledged themselves to do so. He 
further declared: 

“In matters pertaining to casualty in- 
surance rates, the Bureau is the stabiliz- 
ing force in the entire business. The 
rate-making and administrative functions 
now performed by the Bureau are ab- 
solutely essential. The future of the cas- 
ualty insurance business unquestionably 
depends upon the National Bureau or 
some similar body which would perform 
the same functions as our organization. 

Rate Adequacy and Public Service 

“The soundness, strength and stability 
of the companies depend upon the collec- 
tion of premiums based upon adequate 
rates. No crime in rate violation is so 
great as the acceptance of premiums 
based upon inadequate rates. As the 
public must depend upon insurance for 
the stability of its undertakings, it fol- 
lows that the public is vitally interested 
in the stability of insurance itself. 

“Just what does rate adequacy imply ? 
A rate high enough, a rate generous 
enough to cover fully the cost of the 
hazard involved so that the insurance car- 
rier may justly, fairly, and honorably 
treat all affected by the protection fur- 
nished, and at the same time preserve 
its own solvency and stabiilty. The pub- 
lic is entitled to fair treatment in ac- 
cordance with the provisions of the com- 
panies’ policy contracts when losses oc- 
cur. Such treatment cannot be counted 
upon when contracts are based upon in- 
adequate rates.” 

Discussing the important acquisition 
cost item in the rate makeup, Mr. Beha 
explained how its size and distribution 
were determined by the agents and brok- 
ers in conference with company execu- 
tives. “Every cent of the premium dol- 
lar is accounted for,” he said. “No mar- 


gin is left in the rates for bargaining or 
rate-cutting. If the premium dollar is 
cut somewhere someone is not going to 
get his just and fair part. It may be the 
assured or the company or both.” 

Companies Need Support of Agents 

Mr. Beha was critical of the attitude 
of agents in some states in opposing 
needed rate increases. Maintaining that 
the member companies of the National 
Bureau are deserving of the agent’s loyal! 
support in the establishment and main- 
tenance of proper premium rates, he said: 

“Agents, individually, and in groups 
sometimes work for what they believe to 
be the best interests of their assureds, 
with apparent indifference to the best 
interests and the necessities of the com- 
panies they represent. For example, 
there are cases where the companies 
have asked for rate increases and have 
met with opposition by the agents before 
state supervising authorities. And in 
some states where rates are not regu- 
lated by law or the insurance depart- 
ments, agents have combined to oppose 
rate increases which the companies have 
sought to put into effect. 

“IT consider such action on the part of 
agents unethical and disloyal. Rate in- 
creases are not introduced or proposed 
by the companies unless needed. Rate- 
making is a company function. The com- 
panies spend large sums and engage the 
best technicians to work out fair, equl- 
table, reasonable and adequate rates. 
After this has been done and rates an- 
nounced, the agent is certainly not in 
a position to say that these rates should 
not be made effective. The Bureau com- 
panies request their representatives in 
the field to bring to the attention of pur- 
chasers of casualty insurance coverages 
who cannot reconcile themselves to the 
substantial sums paid for their insur- 
ance, the reasons why such large pre- 
miums must be paid. But the function 
of the agent is not the determniation o! 
rates. A man who devotes his time to 
agency work cannot expect to be a quali- 
fied rate-maker, an actuary, and even ! 
he were, this is not properly a part of 
his work. He must engage in one pur- 
suit or the other. 

“I have been much interested in the 
statements of your president, Mr. Good- 
win, bearing on this subject. I believe 
he is entirely -in agreement with me 1 
these matters. It cannot be otherwise 
than for the best interests of producers 
that the financial strength and stability 
of the stock insurance companies be pre- 
served. And to this end, adequate pre 
mium rates are essential.” 

3efore closing Mr. Beha touched on 
the organized efforts of the casualty com 
panies to control costs of production. 
Having accepted the chairmanship post 
in the acquisition cost conferences 10f 
both casualty and surety lines, he said he 
hoved to be able to help the companies 
and the business in the establishment an 
enforcement of proper rules. While lack 

(Continued on Page 19) 
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Kill The Common Weeds Which 
Retard Development- Hubbard 


Automobile of Hartford Executive Cites Selfishness, Indiffer- 
ence to Principles and Failure to Become Multiple-Line 
Minded as Tendencies for Local Agents to Overcome; 

Sell More Mercantile and Industrial Risks 


Using the title “Watch the Weeds—a 
Challenge to the Brain 
\merica,” Clarence T. Hubbard, assistant 


Orchard of 


geretary of the Automobile of Hartford, 
o. Thursday morning told the agents 
that by weeds he meant those undesir- 
able factors which develop in every-day 
business to retard its growth. He men- 
tioned specifically selfishness, indiffer- 
ence to insurance principles and failure 
on the part of producers to educate 
themselves to be multiple-line agents so 
they can sell intelligently all lines of cov- 
erage. Mr. Hubbard said in part: 

The first and most common weed is 
Selfishness, the variety of weed which is 
threatening our entire world’s affairs. 
The selfishness for insurance premiums 
has led to methods of obtaining these 
which have destroyed pre- 
miums themselves. It is natural, in life, 
to want to pick all the beautiful flowers 
you can, but you have no right to pull 
the flowers up by their roots so that 
there are none left for the other fellow. 

You have the responsibility of assist- 
ing and removing that selfishness, for it 
isa weed that is choking your business. 

It may sound somewhat pedantic to 
emphasize the subject of selfishness so 
much, for as a vice it goes back to the 
Garden of Eden, but these are days 
when we should deal with the obvious, 
the simple and the direct instead of 
passing everything off under the alibi of 
being “practical minded, or broad mind- 
ed.” The great issues of our country 
have been solved when the people be- 
came somewhat idealistic and aroused 
sufficiently to fight for principles, even 
though not immediately practical to 
their own interests. The elimination of 
the weed Selfishness is the biggest and 
the best method I know of increasing our 
‘ncomes all around. 

; The insurance companies intend to stay 
in business. I say this, as an American 
agency supporter, and in representing an 
organization which stands for American 
agency principles and which desires to 
see the American agent succeed. The 
American agent will not succeed, how- 
‘ver, unless he takes a more intense in- 
terest in pulling out weeds which are 
choking his own interests. 

_ 10 crowd out the weeds you must cul- 
tivate the growth of things worth while 
im their place. Therefore, every time 
you lend assistance in stopping unethical 


/tsurance practices you help to choke 
out the weeds. 


Indifference to Principles 


premiums 


' ‘Then there is the weed of “Indifference 
. Insurance Principles.” The loca! 
/*sent in his business-getting activities 
— violate his obligations to his busi- 
“ss. The insurance companies are 
— problems from a national view- 
1 eal In doing so, the companies, nat- 

y, must not overlook local conditions, 
is the same time I think agents fre- 
pj “itly overlook that companies are 


piaving a broad national experience with 
‘ir insurance problems, and that the 


“mands of the companies for the most 
ae are well founded, carefully thought 
ee a arrived at only after a great 
: a. time and effort by those in 
of a and at the top there are plenty 
va te who have been through the en- 
€ ladder of insurance, from the local 








agency to field man right up to highest 
executive position. 

There are all kinds of insurance com- 
panies just as there are all kinds of 
agents. The human equation always 
plays its part. Some of the companies 
are not always kept under control yet, 
paradoxically, instead of ostracizing such 
companies they are frequently given 
preference of treatment, all of which 
breaks down business and punctures the 
income all round; and we know that in- 
surance income is punctured in so many 
places now that it is practically porous.. 

What means have you in your Asso- 
ciation for regulating your membership 
relative to their treatment of insurance 
companies in accordance with the man- 
ner in which the companies treat your 
profession? Isn’t it true that many of 
your weaker members are aiding the suc- 
cess of unethical, selfish companies and 
crucifying the companies which are play- 
ing the game square? Watch the Weeds. 
They grow fast. 

Mercantile and Industrial Risks 

Among the “Weeds” which have made 
their appearance in insurance salesman- 
ship, is the neglect of mercantile and 
industrial risks. I mean by that, and 
it is easily substantiated, that a large 
majority of agents have devoted their 
time entirely to the production of spe- 
cial lines, which is all right, of course, 
but in doing so have neglected the de- 
velopment of the insurance needs found 
in modern commerce. 

To develop and handle thcse 
requires service, attention and_ study, 
a close contact with the home of- 
fices and field representatives and a 
thorough knowledge of your business. 
The result is that while many local agents 
have been devoting their whole time to 
coverages which do not require the tech- 
nical knowledge and “fussing around” 
which mercantile and industrial risks do, 
they have allowed such business to drift 
to the mutuals and reciprocals which 
have devoted the attention necessary to 
bring about improvements and consistent 
rate adjustments. 

The local agent can only establish his 
reputation by keeping in touch with all 
of the insurance needs of his city or 
town; not only personal protection but 
he must be willing and able to face and 
solve the complex insurance problems 
found in modern commerce. 

He must know how to write surety 
bonds for the contractor; blanket mort- 
gage insurance for the building and loan 
association; how to describe the differ- 
ence and advantages of co-insurance use 
and occupancy as against per diem use 
and occupancy with the electrical goods 
manufacturer in his town; how to ar- 
range a reporting cover on the fluctuat- 
ing stocks of merchandise of the same 
concern as located in warehouses around 
the country. The local agent must be 
an all round insurance man for in every 
town there must be an all round insur- 
ance man. 

The contractural obligation such as 
mortgages, leases, shipments, goods 
bought on credit, must be protected by 
insurance. If the local agents do not rec- 
ognize the economic need for a repre- 
sentative in each town who knows his 
stuff; if the local agents avoids this, or 
neglects it; then . well, then this 
activity will drift to those who will qual- 
ify. We should not sit back and let the 
mutuals and mail order institutions and 
other companies step in and get control 
of the majority of the mercantile and in- 
dustrial lines because such companies are 
willing to give time and study to such 
risks. 


lines 



































Eagle aa. Star 
British Hominions 


Insurance Company Limited 
of Poudor, England 


This is one of the largest English Insurance Com- 
panies doing business in the United States and writes 
all the hazards that are permitted a Fire Insurance 
Company to assume. It was the first Company to 
write Rain Insurance in this country. 


LINCOLN 


FIRE INSURANCE COMPANY 
OF NEW YORK 


By living up to the traditions of its name and by its 
affiliation with an old and well established organiza- 
tion, The Lincoln Fire is a helpful asset to the 
Local Agent. 


UNITED STATES MANAGERS 


GEO. W. BLOSSOM WM. A. BLODGETT 
4 O. F. WALLIN 
90 John Street 


New York 


Prompt, Intelligent Service 


to Agents 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 


PACIFIC COAST DEPT. 
114 Sansome Street 
San Francisco 














THE EASTERN UNDERWRITER—LOCAL AGENTS’ EDITION 


September 26, 193] 








Report On IL. U. B. Raps Rate Cutting 


Harry RK. Manchester of Cleveland, 
chairman of the special committee to in- 
vestigate the effects of the operations of 
the Interstate Underwriters Board upon 
local agents’ interests, reported to the 
los Angeles convention of the National 
\ssociation of Insurance Agents that the 


i Gs B: 


ized rate-cutting which was proving in- 


activities were essentially legal- 
jurious to the business. The other mem- 
bers of this special committee are Ly- 
man M. Drake, R. Bryson Jones and J. 
W. Rose. 

It was brought out that the attempts 
to have confererices between the agents’ 
committee and the I. U. B. committees 
with respect to changing certain prac- 
had 


sequence the agents’ special committee 


tices not materialized. As a con- 
feels that the I. U. B. has not eliminated 
those evils which have- developed since 
and that 
B. facilities are‘ used to create 


its inception two 
the. I. U. 
fictitious values and fictitious locations in 


years ago 


numerous instances. 
Following is the report of the commit- 
tee: 


Some economist has said, “The only 
normal condition of business is a con- 
stant state of change.” This I. U. B. 
seems to be quite a major change. Other 
combinations of companies have been in 
operation for some time. The Eastern 
Factory Association with seventy-five 
company members, the Western Factory 
Association with 101 members, the Un- 
derwriters Grain Association with 107 
members, the Oil Insurance Association 
with 100 members and others. We have 
become familiar with their activities and 
now know they pool their facilities to 
provide insurance protection for certain 
specific classes of risks of large concen- 
trated values. All handle their business 
along regular recognized methods and at 
ratessmade by established rating authori- 
ties. 

I. U. B. a Unique Organization 


This I. U. B. is quite a different propo- 
sition. It handles scattered risks, gen- 
erally of comparatively small individual 
values. Practically all the leading fire 
insurance companies are members. It 
probably is the greatest aggregation of 
insurance companies, both in numbers 
and in assets, ever gathered together for 
a specific underwriting purpose. Yet it 
does no underwriting. It fixes no lines. 
It makes no contracts of insurance. It 
inspects no risks. It collects no pre- 
miums. It is not a producing body. The 
business is not pooled. -Each company 
operates independently or in groups of 
their own forming. As it collects no pre- 
miums it pays no losses. Neither is it a 
rate-making body for as it inspects no 
risks, it can apply no rating schedules. 
Yet it names rates and prescribes policy 
conditions intended to be mandatory on 
its members. 

It is intended to operate as a govern- 
ing or policing body to prevent internal 
competition—one member with another. 
A record of the business written is in- 
tended to be filed at headquarters. Its 
jurisdiction is now confined to certain 
mercantile stocks including supplies, fur- 
niture and fixtures and improvements to 
buildings; to retail lumber yards and to 
stocks of certain factory risks, all of mul- 
tiple location but of single ownership. At 
least five separate locations are required. 

Much has been written and much has 
been said about the I. U. B. Its pro- 
ponents state that it is intended to meet 
the demands of big business for certain 
flexible forms of floater coverage, to af- 
ford agents and brokers facilities for 
meeting the competition of non-agency 
and non-affiliated companies for this 


Special Committee, Harry R. Manchester, Cleveland, 
Chairman, Finds No Legitimate Reason for Rate Reduc- 
tions Up to 30% Under I. U. B. Contracts; Believes This 
Method of Securing Business Will Lead to Destruction of 
Public Confidence in Fire Rate Structures 


type of business and to standardize and 
stabilize the writing of such risks. These 
are very laudable purposes. All agents 
I believe are in hearty accord with them. 


Has Fixed Fire-Marine Distribution 


The I. U. B. has done at least one ex- 
cellent thing. That is in defining the 
distinction between marine and fire cov- 
erages. That it is a body through which 
uniform coverage and rate treatment of 
inter-state risks can be secured is very 
desirable. It must seem ridiculous to big 
business, operating in several states, that 
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one form of rider or clause is mandatory 
in one state and a different one manda- 
tory in another; that credits and charges 
in rates vary in different states. For 
instance that credit for the use of the 
100% clause is available in some states 
and not in others. Its reporting form 
of cover with adjustment of premium on 
a pro-rata basis is desirable and justified 
particularly in risks of multiple location 
when values may be up in one location 
and down in another one month and the 
reverse be true next month. 

In the speaker’s opinion the time has 
come when such treatment is warranted 
and should be accorded to all risks of 
fluctuating values even those of single lo- 
cation where the minimum premium is 
large enough to warrant the expense of 
handling. As a matter of fact, many of 
them are securing it right now either 
on the quiet through regular channels, or 
through non-affiliated or mnon-agency 
companies, 

But let us analyze the plan of opera- 
tion of the I. U. B. intended to accom- 
plish the laudable purposes previously 
referred to. The very fact that the busi- 
ness is not pooled and operated from a 
single head but by companies or groups 
individually enables companies to take 
advantage of the situation. They can 
take business independently on_ their 
own terms under the guise that it is writ- 
ten through the I. U. B. Chairman Mc- 
Cain of the I. U. B. governing commit- 
tee in his company’s house organ, The 
Messenger, admits that this has been 
done but claims the condition has been 
corrected except perhaps in isolated in- 
stances. Is his conclusion fact or opti- 


mistic hope? There is no way of check- 
ing it. 


Fictitious Locations and Rates 


The I. U. B. requires a statement of 
locations with values at each. Based on 
these statements an average annual rate 
over all is named. This plan presents the 
possibility of filing fictitious values to 
produce a fictitious rate and the filing 
of fictitious locations to produce the re- 
quired number. These things have been 
done and to the speaker’s certain knowl- 
edge have been suggested to agents by 
I. U. B. company members. They prob- 
ably are being done right along in many 
cases. 

The rates when named are frankly 
competitive, in other words, cut rates. 
The I. U. B. is not a rating body, is not 
recognized as such so far as the speak- 
er knows in any state. According to the 
Spectator’s 1930-31 Digest of Fire Insur- 
ance Laws, forty-four of the forty-eight 
states have some form of anti-discrimi- 
nation law, and why do these laws exist ? 
Because years ago there was so much 
rate cutting, so many rate wars in the 
competition of individual companies for 
business, particularly large business, that 
insurance came into disrepute. The pub- 
lic had lost confidence in its good faith. 
The small propertv owner was discrimi- 
nated against. The anti-discrimination 
laws were passed to give everyone a fair 
deal, large or small. Their passage prob- 
ably was the greatest stabilizing influence 


the insurance business ever experienced. 


Gradually confidence was restored. 


Alleges I. U. B. is Rate Cutting 

Now the I. U. B. is reverting to the 
old practice, not by individual companies 
but as a great group, comprising prac- 
tically all the leading fire companies. 
True, its operations are as yet confined 
to a specific class. But if a group of 
companies assumes to cut established 
rates on one class, why not on another 
class? Why not schools or churches, 
hotels, hospitals, anything? The fictitious 
fleet idea and so-called equity rates, an- 
other fancy name for cut rates, extended 
to fire insurance. It at least is an invi- 
tation for non-affiliated companies to cut 
the cut rates. When will it all end? 
Some of us, particularly in the large 
cities, my own office among the number, 
naturally have made use of the I. U. B. 
opportunities. But haven’t we perhaps 
profited temporarily at the expense of an 
ultimate greater loss? May not the 
whole future of the American agency 
system be at stake? 

On the other hand there undoubtedly 
is some justification for special rate 
treatment of these multiple location, sin- 
gle ownership risks, fewer policies, less 
expense of handling, 100% of insurance 
to value. possibly better standards of self 
supervision and housekeepine than ap- 
plies to the individual risk and less com- 
mission to the agent. (I’d like to talk to 
vou about the agent’s commission and 
his position in the T. U. B. picture if 
there were time.) But whv should this 
snecial rate treatment even if warranted 
be handled under cover and not through 
reonlar recognized channels ? 

These T. U. B rates are secretly made 
and preferentially promulgated. Thev 
are published nowhere. Even the I. U. B. 
company members excent the company 
or groun controlling the line. do not 
know what thev are. and right at this 
time. during this month. the National 
Board is eneased in a program of ad- 
vertising in 2,000 weekly newspapers in 


fifteen states, the eighth ad of which js 
announced to touch on rate-making, |; 
states that the property owner creates 
the conditions which determine the cos 
of his fire insurance that there is noth. 
ing secret in the making of rates. Yet 
practically the same companies as an. 
other board, the Interstate Underwriters 
Board, are naming rates secretly and not 
publishing them. There appears to be 
something odoriferous in Denmark. 

One of the best nationally known rat- 
ing authorities estimates the I. U. B. cut 
in rates, considering the form, discrepan- 
cies in values, etc., averages fully 30% 
while a high official of one of the largest 
groups of the I. U. B. and of the Na- 
tional Board in a public address recently 
in which he was urging agents not to 
sell insurance primarily on a price basis, 
stated that the fire loss expectancy in the 
United States varied less than 1/10 of 
1% year by year, and that if the rates 
had been cut 10% on all their business 
during the past ten years his companies 
would be insolvent today. Another whiff 
of Denmark. From what source is this 
30% cut in revenue from big business t 
be recouped? From the small property 
owner? 

Single State Reporting Forms 

New modified, multiple location report- 
ing forms have recently been adopted for 
use in nearly all Mid-west states. While 
they are termed Single State Reporting 
Forms they are also applicable under cer- 
tain conditions to interstate business. | 
understand they soon are to be made 
available in practically all states. They 
give substantially the same coverage as 
the I. U. B. forms including automatic 
coverage, pro-rata adjustments of pre- 
miums, etc. Policies are to be written 
through regular channels at published 
rates and at going commissions. Sounds 
fine for the agent, doesn’t it? But let 
us consider a minute. As long as the 
same companies compete with themselves 
through the I. U. B. for the same bus- 
ness at cut rates one guess is enough 
to determine where the business will be 
placed. 

It is incomprehensible to me by what 
process of reasoning it can be considered 
right for a group of insurance companies 
to do as a body what is admitted to be 
wrong to do individually, nor why a risk 
grouped with others of like kind should 
be considered as desirable at 30% less 
rate than as a separate unit. S 

There is a wide difference of opinion 
even among the members themselves a 
to the part being played by the I. U. B 
The company managers opposed to !t 
have expressed themselves publicly 4 
follows: A Chicago manager’s statement 
which has already been quoted in the 
American Agency Bulletin is as follows: 
“Either as regards rates or commissions 
there is no reason why the mere contol 
or placing of a risk in some large cel 
ter should carry an advantage other 
than convenience as compared with the 
control or placing of the same risk by 
or through our local agents in the im 
mediate neighborhood of the risk. It's 
absurd, and asking agents to favor t 
with such business as they locally control 
while deliberately competing with them 
on preferential terms accorded to some 
outside competitor is wholly indefens 
ible.” 

Hostile Reactions to I.U.B. 


A statement made by a New York && 
ecutive in a letter published in the P# 
cific Underwriter, is as follows: “The 
L.U.B. is going absolutely crazy. The’ 
have succeeded in legitimatizing a pla" 
whereby a person having as few as ive 
stores is entitled to a special rate. [ne 
took a nice one awav from us the other 
day. We were getting 55 cents, the! 
took it at 11 cents. We had a big stort 
schedule at $1.05. The T.U.B. quoted @ 
rate of 50 cents. The lass ratio had beet 
110% for 10 vears. They are cheatiné 
in every possible way. Buildings are ™ 
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supposed to be included in any of those 
covers but they just add a little endorse- 
ment including everything. I think it is 
absolutely the most insidious thing that 
we have ever encountered. From my 
point of view if something is not done 
io stop it, there will only be the real 
small local business written by the local 
and general agents and everything en- 
tailing any important premium will be 
written by the I.U.B. It is very plain 
that certain companies are going to try 
to reduce their expense ratio through 
this medium which, of course, 1s detri- 
mental to the interests of the agents.’ 

Statement of our own Clyde Smith, 
last year’s president of the National As- 
sociation, made in a public address, “The 
companies must learn sooner or later 
that they must discontinue the practice 
of making rates for individuals that are 
discriminatory. They can not expect to 
have the confidence of the public, their 
agents or their competitors, nor respect 
for themselves so long as they continue 
to make two rates for the same hazard in 
the same territory.” 

There are, nevertheless, in the speak- 
er’s opinion some very excellent things 
in the I.U.B. set up. It was the hope, 
perhaps the too ambitious hope, of your 
committee that, by conference with 
LU.B. officials, we might assist in work- 
ing out some changes in their present 
methods which would continue the good 
and eliminate or at least modify what 
we considered to be the evil. But it was 
found impossible to arrange such a 
meeting prior to this convention. 

This business of course—of yours and 
mine—this insurance business is a won- 
derful business. It has grown to im- 
mense proportions. It is an economic 
necessity. I have every faith in its fu- 
ture. But, if it is to continue and thrive 
in its present form it must be so con- 
ducted as to retain the respect and con- 
fidence of the public and of the men and 
women who produce it. 


Would Support Loyal Companies 
As Cure For Overhead Writing 


J. B. Hillers, President Nebraska Association, Believes Agents’ 
Strength Can Be Brought to Bear on Companies 


Not Paying Agents Commissions; 
Would Classify Insurers 


J. B. Hillers, president of the Nebraska 
Association, led off the discussion Thurs- 
day morning on overhead writing. He 
suggested that the agents unite in giving 
their business support to those compa- 
nies which do not indulge in overhead 
writing and that by so doing the others 
will be forced to abandon their prac- 
tices which are alleged to be inimical to 
producers. Mr. Hillers’ remarks follow 
in part: 

We that are in the insurance business 
realize only too well the many varied 
evils and unethical practices at all times 
confronting us, of which overhead writ- 
ing is universally recognized as one of 
the major ones. 

New schemes and plots are constantly 
and continuously being developed which 
caused our National Association at the 
Dallas convention last year to adopt a 
strong set of resolutions in opposition 
to these nefarious schemes and asking 
our cooperating companies to recognize 
the necessity of protecting local agents 
under this non-overhead writing prin- 
ciple. This is one of the underlying 
principles of our National Association 
and we members have every reason and 
every right to expect no less from our 
loyal cooperating companies—today the 


least—and we should not, under any cir- 
cumstances, continue to represent any 
other kind. If we do, then we have only 
curselves to blame. ‘ 

When we are sick and unable to pre- 
scribe for ourselves, or know what to do, 
we usually go to a doctor—have him 
diagnose our trouble and prescribe a 
remedy. Let us do so in this case by 
selecting you men as the family physi- 
cians, in consultation, and see if a rem- 
edy can be found. To my mind, however, 
this cannot be accomplished without first 
locating and establishing the cause of 
this illness. 

Give Support to Loyal Companies 

For the sake of argument let us pre- 
scribe this illness as the avariciousness 
and greed of unethical companies to ob- 
tain premium volume, no matter how ob- 
tained; also the constant pressure and 
demand of large buyers of insurance to 
purchase at wholesale or less—the big 
broker, always inconsiderate and often- 
times unethical, dangling large risks be- 
fure the eyes of greedy, hungry com- 
panies with the consequent short-sight- 
edness of the unscrupulous companies 
going over their heads (the local agents) 
and crucifying them—their own best 
friends—by listening to the voice of 
greed and seeking the golden calf. If 
true, cannot the local agent himself rem- 
edy this evil by withholding all support 
from the disloyal companies, enemies of 
our American Agency System? 


On the other hand: Is the average 
local agent qualified to render the class 
of service required in all instances? Can 
the heads of the railroads, of immense 
chain store systems or large organiza- 
tions, definitely and safely rely upon the 
knowledge and ability of the average 
local agent in the various communities ? 
Is it as economical, does it serve their 
purpose as well or can they better them- 
selves by placing all of their insurance, 
important as it is, through one large 
broker or the I. U. B.? What would 
you and I do under similar circum- 
stances? I firmly believe that we would 
eo where we could best be served, and 
that—after all—is the determining factor. 

Our loyal cooperating companies on 
plural risks within the states see to it 
that the local agent receives a small 
brokerage commission, say 5%, when the 
entire line is handled through one agency 
located in the town or city of the con- 
cern’s headquarters. That is fine, and 
as it should be; therefore, we are con- 
cerned only with the other class of com- 
panies. 

As a remedial suggestion to overcome 
the treacherous methods of the thought- 
less, greedy unbelievers and heathen, 
permit me to implore each and every 
member of our association definitely and 
faithfully to put forth every possible ef- 
fort to spread the gospel and urgent need 
of our organization; to obtain the mem- 
bership of every eligible, legitimate, 
worthwhile local agent wherever he may 
be located; then, every one of us read 
and study our American Agency Bulle- 
tin. Let us follow the advice of our na- 
tional officers and our far-sighted men 
by classifying our companies; support 
the loyal ones wholeheartedly, fairly and 
honestly. Let me assure you that, in my 
estimation, they can take care of all of 
your business, and mine. Then, let us 
oust the others over the: transom, and 
to my mind it will not be long until jus- 
tice will be had, and an overwriting com- 
mission will be readily granted if earned. 











Automobile Insurance 








United States Merchants & Shippers Insurance Company 
Admitted Assets ...............$6,565,762.78 


Tokio Marine and Fire Insurance 


Company, Ltd. 
of Tokio 


Admitted Assets ......$13,257,460.31 


Indemnity Mutual Marine Assurance 
Company, Ltd. 


of London 


Admitted Assets ...... .$1,387,252.42 


Appleton & Cox, Inc. 


Attorney 


8 South William Street 


44 Beaver Street 


NEW YORK CITY 
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Livingston On Company-Agent Relations 


Frank and straightforward was Insur- 
ance Commissioner Charles D. Living- 
ston of Michigan, last week elevated to 
the presidency of the National Conven- 
tion of Insurance Commissioners, in his 
address to the local agents’: convention 
at Los Angeles on Thursday morning. 
Commissioner Livingston discussed 
“Companies, Agents and Organizations” 
and while touching on many vital points 
he kept stressing the fact that both agent 
and companies should so conduct them- 
selves that they will be able to work in 
closer harmony and co-operation than 
has been possible in the past. 

The American agency system was de- 
fended by Mr. Livingston. He stated 
that agents are necessary to the com- 
panies. He also advocated agency quali- 
fication laws as means for obtaining the 
correct type of producer. On the other 
hand he warned agents not to seek ex- 
cessive commissions for this not only is 
detrimental to company-agents’ relations 
but in addition opens the way for non- 
agency insurers to obtain desirable busi- 
ness from stock company interests. 

In his talk which was listened to with 
great interest Commissioner Livingston 
said in part: 

In the last few years you have heard 
considerable discussion as to companies, 
agents and organizations, and the tend- 
ency toward either complete control by 
company organizations or the opposite 
view of the growing strength of your 
organization and the domination of com- 
panies by agents of the United States. 

Some declare the American agency sys- 
tem doomed; that in a few years compa- 
nies will be writing business direct, elim- 
inating the agent entirely, while others 
have the opposite opinion—that the 
agents in this country have the compa- 
nies at their mercy and the demands of 
agents must be met. 


Companies and Agents Need Each 
Other 

It is manifest that companies cannot 
get along without agents and agents can- 
not operate without companies. Of 
course, companies could employ salaried 
agents, and agents could organize com- 
panies but would be no further ahead, 
as they would have the same problems as 
at present. 

A company is organized and capital- 
ized for the purpose of writing insurance, 
but without agents and brokers its only 
income would be interest on its capital 
structure. It must also be remembered 
by every agent and broker that the pur- 
pose of a company in writing insurance 
is to make a profit for its stockholders 
on the business it writes. If it were not 
for this prospective gain, you would have 
no companies to write your business. 

On the ‘other hand the companies 
should remember that the agent or brok- 
er is the producer, he solicits and writes 
business as an individual, partnership or 
corporation and writes on his own capital. 
The assets of a company in no way help 
him to run his business, and while he 
has forty-five to sixty days to pay his 
balances, he in turn gives credit to his 
assured, so capital is required by an 
agent properly to run a production office. 

It has been definitely settled by agree- 
ment between the companies and your 
association that the expirations belong to 
you the producer—except when a com- 
pany has a balance interest in such ex- 
pirations. Your association deserves 
credit for bringing about this amicable 
agreement, which took a long period of 
time to accomplish. It seems fair to us 
now, but don’t forget that in the past 





President of National Convention of Insurance Commis- 
sioners Tells Producers Closer Harmony with Insurers 
Will End Many Present Difficulties; for Qualification 
Laws; Deplores Payments of Excessive Commissions 


agents did receive business because they 
represented certain companies, and the 
company Officials at that time had a right 
to believe that the fair names of their 
companies produced business for the 
agents, and hence the company had 
rights in the expirations. 
Public Puts Faith in Agents 

I am not sure that, if the present un- 
satisfactory underwriting conditions con- 
tinue on the part of some companies, you 
will again see assureds giving more at- 
tention to the financial statements and 
management of companies, and that busi- 
ness will go to those agents who repre- 
sent sound, well managed companies. We 
have had so comparatively few failures 
where assured and agent suffered that 
assureds have not needed to care about 
companies, so they can well say what 
you have often heard—“I don’t know 
what companies I am insured in, I leave 
it entirely to Jones, my agent.” 

By that agreement, the agents have 
gained enormously, and the companies 
have not lost anything except possibly in 
rare instances where an agent has treat- 
ed a company unfairly. What you did do 
was to capitalize your expirations, and 
today every agency has a monetary value 
which it would not have had if this ques- 
tion had not been settled in your favor. 

IT cannot even hazard a guess as to 
what the business of the agencies and 
brokers in the United States is worth. 
but valuing the expirations in the usual 
manner as when a sale is made, the value 
of all agents’ and brokers’ business in the 
United States runs into an enormous 
amount of money—millions and millions. 
The commissions on fire and casualty 
premiums alone amount to approximately 
$360,000,000, and you gentlemen are rep- 
resenting that capital in this organiza- 
tion. 

More Company-Agent Co-operation 

There is no need denying that in the 
past few years there have been irritat- 
ing situations arising between organiza- 
tions of companies and the National As- 
socition of Insurance Agents. While you 
agents have very friendly relations be- 
tween yourselves and your companies, I 
might say those companies belong to a 
company organization which will legis- 
late on matters affecting you, possibly 
adversely, without consulting you indi- 
vidually or collectively. And, on the 
other hand, your association will pass 
resolutions and take action on matters 
that may seem to be a company’s right, 
without consulting the companies. 

Such a condition should be eliminated, 
and it can be by co-operation between 
your organization and the various organi- 
zations of your companies, if it is ap- 
proached on a fair and reasonable basis. 
You represent the premiums of these 
United States, and the company organi- 
zations represent the money that is back 
of the contracts you issue. Both of you 
should always have in mind the interest 
of the public, that furnishes you with 
the money necessary to capital and pro- 
duction. 

Since I have written this paper there 
have been steps taken by both company 
organizations and your organization to 
provide machinery whereby your differ- 
ences may be ironed out. I wish this new 
arrangement every success, and it will 
be successful if company organizations 
and your association appoint men to rep- 
resent you who will act disinterestedly 
and unselfishly for the organization 
which appoints them, and not let their 
actions be guided by the advantage to 
be gained by the individual companies 
or agencies they represent. The Amer- 


ican agency system must be preserved, 
and, as I look at it, it behooves both 
company officials and officers of this as- 
sociation to protect it from those com- 
panies and agents which would destroy it 
for selfish profit. 

Dishonest Actions of Some Companies 

The companies are treading on danger- 
ous ground in ways detrimental to the 
system. When I say companies, you all 
understand that I do not mean all com- 
panies—in fact, I should more correctly 
say—some companies — because, they 
really are in a very small minority. Some 
companies are writing business in New 
York and other insurance centers cover- 
ing property all over the United States 
without regard to the rights of their lo- 
cal agents and in violation of state laws. 

Such companies are enemies of the 
American agency system, and it is time 
that the agents of this country, and the 
insurance commissioners of the various 
states say to them that they cannot ride 
two horses at the same time, and they 
can take their own choice as to which 
course to pursue in securing their busi- 
ness, either through the agent and brok- 
er by obeying the laws of our respec- 
tive states, or to retire to their home 
state. 

The action of such companies in re- 
spect to the states which have admitted 
them is plain dishonesty, and if I am not 
mistaken, the commissioners of insurance 
are going to enforce the laws of their 
respective states regarding such viola- 
tions. You agents should hunt them 
down too, because they are your enemies 
and enemies of the other companies you 
represent which are obeying the laws 
of your state to the letter and are car- 
rying out their agreement with your as- 
sociation. 

The plan of some companies in the ap- 
pointment of unqualified and unnecessary 
agents is most detrimental to the system. 
A company has the right to appoint 
agents without hindrance from your as- 
sociation or state insurance departments, 
but such right is enjoyed upon the prin- 
ciple that an agent so appointed shall 
not injure the public or your state or 
bring discredit to the agency force of 
these United States. I have never known 
an agent who objected to the appoint- 
ment of a high class man as his com- 
petitor. 

It is true that in most states anyone 
can become an agent without any effort 
whatever, and there is no question but 
that the addition of a horde of incom- 
petent and unqualified agents is detri- 
mental to the representative agents in 
any city or town. You gentlemen have 
a right to expect that companies will ap- 
point desirable agents, but you know, the 
actual truth is, that some companies will 
appoint anyone who will accept their sup- 
plies and promise a volume of business. 

Favors Qualification Laws 

I am strongly in favor of qualification 
laws that will prevent such companies 
from injuring the public and the agency 
system, but I am not in favor of legisla- 
tion that places supervision in the hands 
of companies. The agents and the com- 
panies have certain rights in the matter 
that neither party should disregard. 

Radical legislation is detrimental and 
unenforceable. Your association and the 
company organizations should agree upon 
some reasonable, effective qualification 
law that will protect you both. Such a 
law can be passed in every state in the 
Union providing you are united. The 
helpless public who are being imposed 
upon in every state by these unqualified 
agents would gladly welcome any united 


effort on the part of agents and com- 
panies to require an applicant to qualify 
himself before he is turned loose upon 
them. The American public is the creat. 
est buyer of insurance in the world, and 
it is up to the agents and companies to 
hold the confidence of the people in in- 
surance, and in order to do so, the com- 
panies and agents must see that the 
agency forces of this country are quali- 
fied, intelligent and honest. 

One of the grave dangers to the Am- 
erican agency system as I see it is the 
growing competition of non-agency or- 
ganizations, that is, companies that are 
writing business direct for assureds with- 
out commission to an agent. From time 
to time I have reiterated—and I think 
there is no disputing the fact—that 
agents are entitled to a reasonable com- 
mission for the work done, and I believe 
that agents earn this commission in ser- 
vice to the assured. An assured can af- 
ford to pay this commission the same 
as he pays his attorney’s fee. You are 
or should be, an insurance attorney for 
your assured, and the commission you 
receive should represent that which is 
a reasonably fair price for services to 
an assured. 

Excessive Commissions Unjustified 

However, when your commissions are 

raised to a point which is unreasonable, 
you cannot earn that commission by ser- 
vice, and your companies are placed ina 
most disadvantageous position in a com- 
petitive way with companies that are 
paying no commissions at all. When 
commissions are high on large premium 
risks, it is difficult for an agency com- 
pany to compete with a non-agency or- 
ganization and the self-insuror, because 
there is no magic about underwriting and 
it is not confined to agency organiza- 
tions. If a rate is established that car- 
ries a loading for high commissions, a 
non-agency organization, with reasonably 
good underwriting, can make a handsome 
profit in the writing of that risk, and a 
self-insuror might show a_ substantial 
saving. 
_ The National Association should bear 
in mind this very important factor that 
may tend to the destruction of the sys- 
tem you represent. I recall how this or- 
ganization came to Chicago a year ago 
when we were considering acquisition 
cost. Your side of the question was pre- 
sented in a most admirable way, and 
your position on the question of acquisi- 
tioin cost was most fair, and as | am 
acquainted in the United States with a 
great many agents and brokers I believe 
the membership of the National Associa- 
tion of Insurance Agents is opposed to 
unreasonably high commissions. You are 
also opposed to high acquisition costs of 
companies in addition to the commis- 
sions, as it was well brought out at that 
meeting that it was not commissions 
alone that caused the increase in acqul- 
sition cost. 

There are many agents, to be sure, 
who have only one idea in mind, and 
that is, the highest commission attain- 
able. Such agents are not looking to the 
future of the American agency system 
or of the insurance business as a whole 
as they are representing companies 
which will be the first to fail, because, 
as I said, there is no magic about under- 
writing, and the high cost of acquisition 
means underwriting loss. Failures 0 
companies in an agency destroy the con- 
fidence of the clients of that agency, an 
the agent will lose far more than the 
extra commissions he has receivd. It 1s 
also true that the failure of any com- 
pany, be it stock, mutual or reciprocal, 
tends to destroy, or at least disturb pub- 
lic confidence in insurance as a wile. 
For this reason, if for no other, every 
one in the business should use every 
effort to keep out those whose only 
thought is temporary profit with little 
regard for the general welfare. 
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National Ass’n Membership At New 
High Record With Total of 12,705 


Net Gain of More Than 400 Made During Year of Business 
Depression; New York State Alone Has 1,174 Members; 
Nebraska Wins Membership Cup With Utah Second 


On August 31, 1931, at the close of 
the fourth year of its membership cam- 
paign, the National Association had 12,- 
705 members, which is the largest total 
in its history according to E. M. Sparlin 
of Rochester, N. Y., chairman of the 
membership committee. This total com- 
pares with 12,298 a year ago and 9,391 
on September 1, 1927, when the five-year , 
development plan was launched. The 
net gain during the four years is 3,314 


agencies. Following are extracts from 


Mr. Sparlin’s report: 

Your membership committee, as you 
all fully realize, has been working against 
a tremendous handicap because of the 
extremely unfavorable financial condi- 
tions that have existed in the world. 
The results of the past year, however, 
gave us some very interesting facts. 
Twenty-four states have reached or ex- 
ceeded their quotas for the fourth year. 
Six other states have made gains, but 
did not reach their goal. Seventeen 
states had less members August 31, 1931, 
than they had on September 1, 1930, at 
the beginning of the fourth year, and 
seven of these seventeen states had less 
members at the end of the fiscal year 
that has just closed than they had when 
we started four years ago. 

New York Has 1,174 Members 

The state having the largest member- 
ship is my own state, New York, which 
has 1,174 members, and this exceeds our 
quota by fifty and is the only state with 
amembership of over one thousand. Ten 
states have already reached or exceed- 
ed their quotas for the full five year 
period, but they are not going to stop 
work and lay down. 

The state that wins the membership 
cup this year is Nebraska, having an 
Increase in membership of 31%. Utah 
comes second, having a membership in- 
crease percentage of 25%, and Oklahoma 
a close third with a percentage increase 
of 24%. We extend our hearty congrat- 
ulations to Nebraska, and are proud of 
your splendid record and hope you will 
continue the good work and not grow 
Weary in well doing. 

Looking over the work for the past 
year we find that 2,159 members were 
dropped. Out of this number only 548 
were restored, leaving 1,611 who have 
not been reinstated. ‘his number is al- 
together too large to be outside the fold 
of the National Association. From these 
facts it would seem that there has not 
been enough work done to retain the 
members you had, and we wish to strong- 
ly Stress the point that every state as- 
Sociation should make it an important 
Part oi} its program to keep your mem- 
bers, which has been emphasized over 
and over again, and still it seemingly has 
Not received the serious attention that 
It demands. 

You went out and secured 2,020 new 
members, dropped 2,159, or a loss of 139, 
and of this number which you dropped. 
reinstated only 548, about one-quarter, 
which gives us on August 31, 1931, 2 
membership increase for the year of 409, 
or 9%. Had you secured just 442 more 
of the remaining 1,611 who were not 
reinstated we would have been over the 
top, and yet there would have been left 

169 who are outside the association, or 
More than one-half of those who had 
been dropped. 

To reach our quota for the fifth year 


we need 1,382 new members. This fourth 
year you obtained 2,020 new members, 
or 638 more members than we need for 
our whole five-year quota, had the 2,159 
dropped members been retained, or re- 
instated. 


Now Entering Last Year of Drive 


We are now facing the last year of 
our five-year membership development 
program. We have the experience of 
four years that are back of us, and we 
hope that we are not presuming too 
much to make a few suggestions to help 
you in this final year or round-up. 

You know in many cities they have 
what is called “clean-up week.” This, 
our fifth year, should be clean-up year. 
Formerly you have gone home from the 
annual conventions and let the fire and 
enthusiasm die out. You do not begin 


your real, honest-to-goodness member- 
ship work till the last of the fiscal year, 
about July or August. Reverse this, and 
go at it at once. 

Several of the states, like New York, 
Missouri, California, Oklahoma and some 
others, have put on very successful mem- 
bership campaigns which it would be well 
for you to study. Briefly, we would sug- 
gest that the secretarv of your state as- 
sociation get the names and addresses 
of all the eligible non-member agents in 
your state, if you do not have them al- 
ready, then divide your state into dis- 
tricts, but do not make them too large, 
and appoint a good, competent, live-wire 
as captain in each district who will work 
under the chairman of your membership 
committee. Let the secretary furnish 
each captain with a complete list of every 
eligible non-member agent in his district. 
Issue a call for volunteers to assist the 
captains, or appoint them. Send two or 
three nicely worded letters, enclosing an 
application, about two weeks apart to 
these non-members, also to the captains 
and their workers, informing them what 
your state and national associations have 
done for the insurance agents and the 
American Agency System, invite them to 
join and tell them that some member of 
the association will-call during a certain 
period for their anplications. In this 


way you can make an absolute clean- 
up. Of course these are just brief sug- 
gestions to be elaborated and worked 
out. 

May we also urge you to organize lo- 
cal boards where there are none, making 
them co-extensive and to see that every 
local board in your state is co-extensive 
during this present year. 


Beha’s Talk 


(Continued from Page 14) 





of time prevented a discussion of the 
problems which these new assignments 
have brought to him, Mr. Beha did refer 
to the significance of the acquisition cost 
problem for the insuring public in its 
effect on the premium rate and the finan- 
cial stability of the companies. He con- 
cluded: 

“The insurance supervising authorities 
are seriously considering this problem. 
They are still willing to give the com- 
panies and the producers time to work 
out a solution. But if we don’t succeed 
in doing it soon, they may step in and 
take over the job. That is something 
which should be avoided and we can 
avoid it, only if we can secure the co- 
operation of all parties.” 



















service. 


Lefcourt Building 


This office specializes 
in a nation-wide bail bond 
The next time a bail bond 


is offered to you tell us about it. 


We will 


handle all details and pay you a generous 


commission. Simply write, wire or telephone to 


TELEPHONE MITCHELL 2-6416 


Many profit opportunities are lost by 
regular insurance agents because 
they do not know where to 
place, or how to under- 


write, bail bond business. 





M. & S. Agency, Ine. 


Newark, N. J. 
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Insurance Over- Burdened With 
Bureaus View Of Albert Dodge 


New York National Councillor Believes Consolidation of 
Many Bureaus Would Expedite Underwriting 
and Also Reduce Acquisition Costs 


A definite answer in the affirmative is 
the reply of Albert Dodge of Buffalo, N. 
Y., national from New York 
and the New York 
State Association, to the question, “Is 
the Business of Insurance 
dened with Bureaus?” 


councillor 
past-president of 


Over-Bur- 
Speaking Thurs- 
day afternoon Mr. Dodge blamed much 
of the delay in rapid underwriting and 
meeting of new conditions in insurance 
to red tape associated with the existence 
of too many bureaus in the fire and cas- 
ualty fields. He that if 
of these either consoli- 
dated or eliminated that it would be for 
the general good of companies and agents 


believes many 


bureaus were 


and would likewise reduce underwriting 
expenses. Mr. Dodge said in part: 

One has to realize in approaching a 
discussion of this subject that he must of 
necessity talk plainly about such a sys- 
tem of bureaus that has grown so rapidly 
and seems to have been fostered by com- 
panies, largely through habit, until it has 
grown to such proportions as to be a 
positive hindrance to the business. But 
have always in mind that criticism is per- 
fectly proper if it is made in a construc- 
tive way, and to make suggestions to 
better the methods used in governing 
the business in which we are engaged. 
The fact that the methods being used at 
the present time do not seem to be suc- 
cessful in controlling the actions of both 
companies and agents leads me to be- 
lieve that some changes are absolutely 
necessary and if, in this discussioin we 
can bring out some constructive thoughts 
it will be well worth while 

When one looks over the list of bu- 
reaus, rating organizations, commissions 
and such, it astounds one to see how 
rapidly the number has increased year 
after year until there seems to be a great 
deal of confusion and misunderstanding 
as to where the authority of one organi- 
zation ends and another begins, and we 
cannot help but feel that inasmuch as 
both companies and agents agree that 
these different organizations have not 
been successful in controlling the action 
of certain companies and agents, some- 
thing must be done to improve the situa- 
tion. 

Bureau Action Much Too Slow 

To my mind the situation at the pres- 
ent time is somewhat like the business 
man who instaled a very elaborate sys- 
tem for handling his business. A year 
after the instalation he was asked how 
the system was working. His reply was, 
“The system is fine, but it takes so damn 
much time to work the system that we 
have no time to get business.” 

We continually receive letters from our 
companies that are certainly pathetic 
when we submit something new to them. 
Their only answer is that it will have 
to be referred to this or that bureau 
for decision, and then it takes anywhere 
from one week to a month for a de- 
cision. In the meantime the business in 
many cases is lost and the agent who is 
in close contact and understands all of 
the angles of the proposition is not al- 
lowed to place any of his ideas or sug- 
gestions before the bureau, and when a 
protest is made the company throws up 
its hands and says that nothing can be 
done unless you can show us the way to 
get by the bureau. 

In other words, the companies are al- 
lowing themselves to be so controlled by 
incompetent bureaus that they are not 
able to handle their own affairs in a busi- 
ness-like way, but rely entirely on these 
bureaus to attempt to do their under- 





writing and make rules and regulations 
which they themselves do not comply 
with. It leads one to believe that some 
company Officials either are too busy with 
other things, such as attending bureau 
meetings, to give attention to the im- 
portant question of underwriting and 
rates or are unable to do so, and must 
rely on others. 

It is not unusual to find 


that the 





ALBERT 


DODGE 


men in these bureaus have not had the 
experience in the underwriting of insur- 
ance that is so necessary in considering 
all angles of the risk. Their rates and 
rules are arrived at through statistics and 
book figures and not through actual ne- 
cessities of the insuring public, and they 
frequently admit that the rate given for 
any new proposition is purely guesswork. 

Conditions today are entirely different 
from what they have been in the past 
and require more intelligent effort and 
ability than ever before on the part of 
the men engaged in the business. 

It is a buyer’s market at the present 
time and business men are insisting that 
they have something to say as to just 
what coverage they want and what they 
feel is necessary for them to have in 
their business. The day is past when we 
can expect to say to a business man, 
“Tf you want insurance you must do thus 
and so.” TI feel that the day is at hand 
when he will say: “Here is what I want. 
It is up to you to get it for me. If you 
cannot provide it I will find some com- 
pany that will do it or carry the risk 
myself.” 

Business Costs Considered Excessive 

We have heard a good deal of talk 
about acquisition expense. It would be 
interesting to know just what these large 
number of bureaus and organizations are 
costing the companies to maintain. In 
talking with a certain company official 
of one of the smaller companies, he stat- 
ed that they only held membership in a 
few bureaus and their expense is over 
$20,000 annually for this one item alone, 
so what must it be for any one of the 
larger companies? 

This cost, of course, must be passed 
on to the insuring public and no doubt 
has a very serious effect in the rate 
charged for the coverage granted. The 
total expense of so many of these bu- 
reaus and organizations must run into 
large figures and I recommend that this 
matter be given very serious attention 


in any future conferences regarding ac- 
quisition expense and that an honest en- 
deavor be made to put the underwriting 
back into the hands of the companies 
where it properly belongs and cut out 
the seemingly endless red tape. 

There is another very serious condi- 
tion which seems to have been brought 
about by the building up of this sys- 
tem of bureaus which is that the busi- 
ness is so hemmed about by rules and 
regulations that it no more attracts men 
of marked ability to do it. It has come 
to a place where intelligent effort and 
brains do not amount to a great deal 
in the business because we constantly get 
a reply to any real constructive sugges- 
tions to our companies that the bureau 
rule is so and so, the rate is so and so, 
the form must be written so and so and 
no change can be made and certainly no 
business can continue and progress if it 


fails to attract to it men of initiative 
and ability. 

I think that one of the most construc. 
tive pieces of work that could be under. 
taken by the companies with the assist. 
ance of the agents would be the con. 
solidation or elimination of a great num- 
ber of the bureaus, the operation of 
which has proven so unsuccessful in the 
conduct of the business and eliminate the 
expense that is being incurred by the 
maintenance of so many of them. In 
doing this I feel it would assist greatly 
in bringing about a proper acquisition 
cost. I also feel that by eliminating some 
of the red tape it would give more op. 
portunity to men of ability and _ intelli- 
gence to succeed in the business and at- 
tract to it much better men than we can 
expect under the present methods of op- 
eration. It would certainly be a worth 
while undertaking. 


Banking Should Not Be Construed 


As Insurance Competitor - Monnette 


Vice-Chairman of Board of Bank of America National Trvst 
and Savings Association Hopes That Misunderstandings 
Have Been Cleared Away Satisfactorily; Talks to 
Agents on Adhering to Right Business Principles 
in Depression Periods 


There is no point at which the bank- 
ing business should in any way be con- 
strued as a competitor of insurance en- 
terprises and undertakings Orra E. Mon- 
nette, vice-chairman of the board of the 
Bank of America National Trust and 
Savings Association, told the convention 
Thursday afternoon. This California 
banker believes that because of policies 
adopted in good faith and not in any 
sense intended to be competitive, unfor- 
tunate misunderstandings, now largely 
cleared away, arose with respect to the 
attitude of his financial organization to- 
ward insurance. , 

This misunderstanding was cleared 
away a year ago by the letter of Presi- 
dent A. J. Mount of Bank of America 
National Trust and Savings Association 
of California. This letter, Mr. Monnette 
said, sounded a keynote of absolute equi- 
ty and proper reciprocity with respect to 
all insurance relationships to the insti- 
tution of which he is an executive of- 
ficer. He said he affirmed thoroughly 
the statements of President Mount 
which led to the withdrawal of this bank 
from the bank agency business. 

Other parts of Mr, Monnette’s address 
follow: 

This brings me to a proper point in 
this discourse where I may comment in 
happy phrase upon your splendid or- 
ganization, this very successful conven- 
tion, its large representation, and the 
excellent work you are doing in forum, 
by general action and in committee 


study. You represent one of the larg- 
est and finest business enterprises in 
America. 


You have offered advantages 
to the individual in your insurance pol- 
icy, whereas it has brought succor, 
strength, and solidity in various forms 
to them in time of need and as a pro- 
tection against unexpected contingencies. 
Financial Strength of Insurance 

In the financial strength and influence 
of the great insurance institutions of 
America there is a bulwark of financial 
power, credit. and facility which is un- 
equaled, much less unrivaled in all of 
the financial and business spheres of the 
world. This is recognized by everyone 
and this fact is of importance in itself, 
and well known and understood by your 
friends and co-laborers in the great fi- 
nancial fields of our nation. I congratu- 


late you, I offer you felicitations upon 
your achievements. I extend to you not 
only the cordial good will of my bank 
and its affiliations, but I am sure that I 
speak for the entire banking fraternity 
when I include. all of them by indirect 
reference in this address. 

Even though I may concede in agree- 
ment, the many well known and well un- 
derstood factors entering into financial 
disillusionment and business decline, | 
still have the courage of conviction to 
reaffirm that statement made so many 
times that the major difficulty with our 
economic ills is based on mental atti- 
tude, pessimistic influence and_psycho- 
logical reaction much more in percentage 
and aliquot part than any of us are will- 
ing to recognize or to realize. This has 
led to a loss of confidence in people, in 
enterprises, and in values which makes 
money timid, investment slow to move, 
and aggressive approach to business ac- 
tivity halting, all of which are neces- 
sary to complete a final recovery. 

I make my own statement by way of 
an aphorism, in business as well as in 
individual habits and actions, trying times 
are the real tests of character. That 
tone of industry, right dealing, which 
can express itself under prosperous con- 
ditions is certain to be brought to the 
light as a standard of fineness when 
times are not so good. No tricky man, 
so-called clever operator, dishonest man- 
ipulator or business crook can person- 
ally succeed or long endure. We all 
know that fact. Equally so, if not more 
so, is the unholy, dishonorable, and s0- 
called unethical practices of business. 

No Excuse for Deviation from 
Principles 

It is true that competition invites de- 
parture frequently from moral and eth- 
ical standards. It may be true that cor- 
porate organizations, in some indefinable 
way, furnish an opportunity for indul- 
gence in practices which the individual 
might immediately denounce and_ dis- 
card in his own affairs. But there is 10 
excuse, if business is to be rightfully 
conducted and bring that larger meas 
ure of profitable return which is desired, 
for the employment of any method, any 
practice, or any treatment of trust rela 
tions, if it is in any other manner than 
an honorable man in his private bus!- 
ness would be likely to indulge in. , 

Tt remains for the commercial ad-writ- 
er—that skilful individual with literary 
knowledge, to succeed in his skilful ap- 
peal to the senses and the emotions, 4S 
portrayed on the public billboards, to us¢ 
the choicest language with which to pot 
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tray this higher ideal of business honor 
and integrity. 

| felicitate you in your representative 
capacity for the high standards of your 
pusiness and vocation. There is no need 
for an 1nsurance contract to be inequit- 
able, unfair, and indecent. There is no 
need for any arbitrary practices to come 
to sully your honorable careers in sell- 
ing the commodity which is comprised in 
your business adventures. That is the 
safe and high-minded rule of business 
and it is no trite compliment that I pay 


you when I say that insurance men han- 
dle and offer to the public serviceable 
and profitable wares, and very rarely is 
the purchaser deceived in quality, in 
value and in principle. 

In closing this preachment, which is a 
departure from the usual didactic, prosaic 
and conventional address, I bid you high- 
minded men with the ethics of your busi- 
ness, hanging, as it were, before your 
minds understandings, greater opportun- 
ity for the extension and application of 
human service in the fullest degree to 
its fellows. 


Asks Agents To Participate In 
Fire- Accident Prevention Work 


Sam Morrison, Chairman of Committee, Would Have Agents’ 
Association Aid in Each State in Helping to 
Adjust Fire Losses; Deplores Grow- 
ing Number of Accidents 


Sam Morrison of Iowa City, chairman 
of the fire and accident prevention com- 
mittee, reported to the convention Thurs- 
day afternoon on means whereby agents 
can help in the reduction of fires and 


accidents. His report follows in part: 

There is absolutely no use in minimiz- 
ing facts or using fancy phrases over 
one truism that all fire insurance com- 
panies and their agents know, namely, 
“When Business is Poor, Fire Losses In- 
crease.” We all know this, so why dodge 
the issue? Without wanting to be a 
radical, may I suggest that it might be 
agood idea for our National Association 
to take cognizance of all these extra 
heavy losses in certain territories, and 
pass a resolution suggesting that state 
associations send an investigator in to 
see if they cannot help solve this dis- 
tressing condition, even though the State 
Fire Marshal, local fire companies, and 
insurance adjusters are at a loss as to 
the solution. 

Iam quite certain that most of the 
state associations are now quite large 
and powerful enough so they could help 
in finding an explanation of most doubt- 
ful losses and that agents and companies 
all over the United States will respond. 

The record for 1930 shows that ap- 
proximately 10,000 persons were burned 
to death, and that the fire loss amounted 
to $500,000,000. The result, of course, is 
that a part of the purchase price of 
every commodity is an indirect and in- 
visible tax, occasioned by the distribu- 
tion of our fire losses. 

Agencies at Work Against Fire 

In order to convey to our members 
some of the excellent agencies that are 
now at work on our problems, I refer 
you to the National Fire Waste Coun- 
ail, the National Safety Council, the Na- 
tonal i‘ire Prevention Association and 
the National Fire Protection Association, 
International. 

As emphasized in previous reports of 
this committee, one of the most effective 
and systematic activities for conserva- 
ton work is the Inter-Chamber Fire 
Waste Contest of the Chamber of Com- 
Merce of the United States. 

The National Association of Insurance 
Agents has a number of standing com- 
mittees. Ours is one of them. The “Ac- 
cident Prevention” is really a committee 
% its own. I would remind you that it 
seems that the entire citizenship of the 

nited States is now interested in this 
accident prevention subject. 
The“National Chamber of Commerce, 
local chambers of commerce, all the ser- 
vice clubs, like the Kiwanis, Rotary, 
lons, etc, are taking part in this com- 
Paratively new program, and why not, 
when the total of deaths by accident in 
the United States is exactly twice as high 
as in all Europe. 

Ninety nine thousand persons were 
Killed in accidents in 1930; and it is in- 
teresting to note that thirty-two thou- 
sand people were killed in motor car 
accidents, 


New methods of transportation in re- 
cent years like the airplane, private au- 
tomobile, bus, and truck, are causing an 
alarming increase in accidents. Insur- 
ance companies and local insurance 
agents are, of course, aware of these con- 


stantly increasing casualties. Every met- 
ropolitan newspaper carries daily the 
message of accidental death and injury. 
So widespread has this terrible loss by 
accidents grown, that in recent years 
groups of citizens, chambers of com- 
merce, and service clubs, have been 
adopting resolutions and appointing com- 
mittees to help the people to be more 
careful. 


The safety problem is a universal one, 
and insurance agents all over the United 
States should heed the gospel of care- 
fulness. All state associations and local 
boards of underwriters should empha- 
size the importance of accident preven- 
tion and lead the way to a more sane 
method of careful transportation. 


Inseparable from accident prevention 
is an improvement in health conditions 
and prevention of vocational diseases. 
Fortunately the larger employers of 
labor recognized this, and in most sec- 
tions of our country vocational ills have 
been corrected. However, it must not 
be allowed to lapse, and it is for us to 
sce the good work is carried on. 


In closing may I suggest to agents, 
that as they are so very well qualified 
to act on fire and accident prevention 
committees that they offer their services 
tu their local chambers.of commerce and 
service clubs, and take active charge of 


this part of their activity. 


Doctors Put 
Disapproval on 
Goodwin Re-Election 


Los Angeles, Sept. 22—Percy H. Good- 
win, the millionaire agent of San Diego, 
for some time chief engineer of the Na- 
tional Association of Insurance Agents, 
had to give up the throttle upon advice 
of his physicians and William B. Cal- 
houn is to be elected president this week. 

Fire companies have a warm regard 
for Goodwin. They give him credit for 
having brought the various factions in 
the business closer together. 





New Ad Manager 
of Fireman’s Fund 
at Convention 


Stanley Pierce of the Atlantic marine 
department of the Fireman’s Fund In- 
surance Co. is attending this convention 
with Vice-President Cairns. He is the 
new editor of the “Fireman’s Fund Rec- 
ord.” His headquarters have been in 
New Orleans. 











throughout the country. 


competition. 


"interceptors." 


receives." 


"firing line" at the present time. 
much as they do the agents. 


In bringing this condition about, 
statement of Secretary Bennett of the National Association that 
receive a dollar of commission upon any piece of business unless he is legitimately 
and honestly engaged in the insurance business and honestly earning that which he 


An Open Letter to Agents 


In the trying period through which all business is now passing, we 
realize more keenly than ever before that the progress and continued prestige of the 
National Surety Company depends largely upon the united efforts of bona fide agents 


We take this opportunity of expressing our appreciation to those 
loyal agents who are courageously meeting the severe problems of the production 
These problems concern the Home Office quite as 


We recognize the competitive condition arising from the unhealthy 
practices of rebating agents and of cut rate companies whose attack 
has teen directed against the very foundations of the surety business. 
We ask the support of all legitimate agents in the efforts that are 
being made by Association surety companies to eliminate this 


The proper enforcement of reasonable acquisition cost rules will have 
the effect of stabilizing the efforts of the established producer. 
extent of the service rendered by the qualified local agent is unques- 
tioned and must not be dissipated by the encroachment of so-called 


NATIONAL SURETY COMPANY 


115 Broadway, New York 


we give hearty approval to the 
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Holds Agents Ought Vigorously To Kurth’s Address 


(Continued from Page 12) 


Fight Company Branch Offices 


National Councillor for Washington, Carl B. White, Contends 
That Production Branch Offices Disrupt Exist- 
in Agency Conditions; Advises Loy- 
alty to Agency Companies 


Fire and casualty company branch of- 
fices were condemned by Carl B. White, 
national councillor for Washington, in 
discussing the subject of dual responsi- 
bilities of companies and agents before 
the convention Thursday morning. He 
believes that one certain method of dis- 
couraging the spread of such offices is 
by organized agents giving their business 
to companies which do not favor the 
branch office system. Mr. White’s talk 
follows in part: 

Let us tear off the mask of hesitation 
and deal with this situation with utter 
frankness. I am discussing branch offices 
whether they are that or whether they 
disguise themselves under the title of 
service office. I make that statement 
advisedly because in a survey we made 
in Seattle we found that the service of- 
fice there for the most part did every- 
thing like a branch office. I know a 
company office established in the last 
sixty days where the company exccutive 
told the press to be sure to designate 
it as a service office. Why this con- 
cern? 

My remarks here today are directed 
to the fire, casualty and surety branch 
offices which we believe are in violation 
of the principles of the American agency 
system. Pick out almost any matter for 
which we have battled in recent years, 
and it is quite likely that you will find 
a branch office company the fly in the 
pointment. Glimpse the ieaders in the 
Hoover Dam controversy. Those of you 
who attended the Nashville meeting will 
remember what Charlie Gandy had to 
say about one of them. What are they 
in your own bailiwick ? 

Must Oppose Branch Offices 

Their actions in that matter and now 
again on the Panama job completely veri- 
fy every fear our leaders had. That 
character of company will wreck the Am- 
erican agency system if you don’t come 
to life and protect your interests. Don’t 
overlook the spectacle of the Towner 
Rating Bureau fixing commissions—that 
is something even more dangerous. Or- 
ganized local agents must vigorously op- 
pose the creation or maintenance of 
branch offices because they are not jJus- 
tified either in the interest of public 
service or the economical production of 
the business of insurance. 

Production branch offices disrupt ex- 
isting agency conditions in many ways. 
They develop every known kind of un- 
fair and expensive competition. Don’t be 
misled by the camouflage attempted by 
certain company officials talking about 
what they call the weaknesses of the 
agency system. li their statement be 
true, then by their branch office opera- 
tions they are directly responsible. To 
make their position more ridiculous they 
in effect almost blame the agent because 
there are so many companies in exist- 
ence. 

The first and easily the most glaring 
defect in the branch office operation is 
that of acquisition cost. In these 
troublous times of economic stress and 
strain, that is something to think about 
The branch office operation with its top 
acquisition cost and the frills added are 
easily figured in dollars and cents. | 
hope, as a matter of public interest, that 
the insurance commissioners will applv 
their glass to branch office cost of op- 
eration and that they will be thorough. 

If the company executive will confess 
the truth he will admit that business ac 
quired through a branch office costs con- 


siderably more than that obtained 
through agents. A well known company 
executive recently told a sub-committee 
of insurance commissioners that too much 
stress was being placed on agency ac- 
quisition cost, while it is well known that 
it costs far more to maintain branch of- 
fices. Any one of you can easily figure 
that out from your own operations. No 
company should foster such an enterprise 
because it is not economically sound. 
There is no public need or demand for 
this branch office service, because it does 
not serve and it is an economic waste 
in the insurance business. That may be 
a rather startling statement, but remem- 
ber the fat days of investment dividends 
are gone, and the black ink must come 
from real insurance company operation, 
not compatible with mounting costs of 
branch office operation. 

Growth of Unqualified Producers 

Another reason why branch offices dis- 
turb the insurance business is because 
of the unqualified producer it develops. 
What real service can the insuring pub- 
lic derive from failure in other lines of 
business, bootblacks, barbers, importers, 
garbage collectors, and almost every oth- 
er vocation imaginable including a new 
one J heard of recently—that of a deputy 
assessor Soliciting insurance in return for 
consideration in making assessments. 

The worst curse of this business of 
ours is the illegitimate agent who, al- 
though knowing nothing about the insur- 
ance business can get a license. With 
such knowledge it follows that he de- 
livers improperly prepared contracts. 
Losses coming to such assureds bring the 
inevitable arguments, litigation and dis- 
satisfaction. Only an inordinate greed 
for premiums is responsible for this char- 
acter of producer—this branch office 
protege. 

There are innumerable forms of in- 
surance hazards constantly threatening 
the financial well-being of every citizen. 
As modern high speed life becomes more 
complex the hazards we face become 
more complex, more numerous and more 
disastrous. It has become so enormous 
and there are so many elements enter- 
ing into the proper and economical op- 
eration of the insurance business as it 
exists today. 

The American agency system, which 
branch office operation seeks to break 
down, is the resultant demand by the 
public for the service which it supplies. 
Insurance companies are constantly de- 
vising and offering for sale insurance 
policies protecting against such hazards. 
The public, busy with its own affairs, has 
neither time nor the inciination to mas- 
ter the intricacies of insurance, hence the 
need and demand for individuals devot- 
ing their entire time to the business. The 
qualified agent, the component part of 
the American agency system, is in a po- 
sition to render this very service. He 
knows his clients and his clients’ needs, 
and brings to each the special service his 
individual problem requires. 

It is therefore paramount that the serv- 
ice of an experienced, painstaking and 
responsible agent is a very important 
factor in the protection an assured re- 
ceives. For the proper writing of poli- 
cies with all their limitations, conditions, 
warranties and obligations, for sound in- 
surance advice and for skillful insurance 
service, the client is entirely dependent 
upon the agent who writes his insurance. 

We do not propose to boycott or re- 
taliate, but we can and will accomplish 
our purpose by declining to patronize or 
traffick with those who are disloyal to us 
and who decline to subscribe to our 


the part of agents; again the overhead 
or “imperial” charge on the _ business 
would be greatly lessened which in itself 
would effect an important saving for the 
policyholder. 

No one realizes better than I do that 
this is a difficult purpose to accomplish, 
but it can be done, and will be just as 
soon as agents and companies unite to 
convince legislatures that it should be 
done. 

Let me inject right here a tribute to 
your distinguished president. It has been 
my good fortune to come in contact with 
him on numerous occasions and to have 
observed his herculean efforts on others. 
There is no need for me to recite the 
success which has attended those efforts 
for tney are written large in the current 
history of our business and are abundant 
testimony to his exceeding patience, good 
judgment and, above all, his tact. 

I salute him! 

The Fire Executives Association 

All of us have been heartened by the 
organization of the (Fire) Insurance 
Executives Association. 

As you know, its purpose is to join 
together in country-wide cooperation 
those company operating executives who 
believe in maintaining our business upon 
a high plane and who believe also that 
the ethics must be observed if they are 
to continue to live up to their obliga- 
tions to the business and to their asso- 
ciates therein. It was high time such 
an organization was formed, for you, 
quite as well as we, realize that suspi- 
cion and hostility, coupled with threats 
and reprisals, had so permeated the 
whole insurance structure that there was 
serious, very serious, danger that the 
whole edifice might be toppled over with 
resulting chaotic conditions 

These would take years to overcome 
and millions of dollars to repair, and this 
naturally brings us to the joint confer- 
ence committee of company officials and 
organized agents. Like all great accom- 


Insurance Courses In Colleges 


Bring Fine Results Says Fisk 


Chairman of Public Relations Committee Reports on Success- 
ful Efforts to Spread Insurance Education; Praises Cham- 


bers of Commerce for Effective Work; Co-operating 
With Civic Bodies 


Working with the slogan “The Policy- 
holder’s Welfare,” the committee on pub- 
of the Na- 
tional Association is making successful 
headway Earl E. Fisk, Green Bay, Wis., 
chairman, reported to the convention 
Thursday afternoon. Other members of 


lic relations and education 


this important committee are W. Eugene 
Harrington, Atlanta; C. R. Morgan, 
Charleston; Fred R. Smith, Haverhill, 
Mass., and P. S. W. Ramsden, Oakland, 
Calif. The main object of this commit- 
tee, Mr. Fisk said, is to secure a better 
understanding of insurance by the aver- 
age business man and to accomplish this 
result insurance education is being 





creed. Loyalty is one of the greatest at- 
tributes of which man can be possessed, 
and we must by deed and action adhere 
strictly to our platform of being loyal 
to those who are loyal to us—branch of- 
fice companies are not. We must quit 
representing them now and refuse to rep- 
resent any company or companies when 
we feel that it is the practice of such 
company or companies intentionally and 
continuously to undermine the American 
agency system by such practices as 
branch office operations. 


plishments, this took time, endless pe 
tience and continued effort, also at leas 
one abortive attempt. Nor was it po 
sible for it to accomplish its greatey 
good until the executives association wa 
formed. For it is this combination whic 
“bridges the gap” that has_heretofoy 
existed, in fact, if not in theory, betwee, 
executives and agents, and is an instry. 
mentality which long has been needed 
There is no single problem which cap. 
not be solved, no difficulty which canno 
be overcome, not an irritation that can. 
not be allayed through this joint com. 
mittee of the two organizations. Nor 
have I the slightest doubt but that th: 
results will measure up to our greatest 
anticipations and our noblest aspirations 

Further, the same lofty purposes and 
high ideals which now dominate the 
giants in our joint ranks, must inevitably 
also dominate the organizations them. 
selves for the organization must repre. 
sent and be representative of not the 
weakest member, nor those riding ona 
free ticket, nor those whose interest js 
purely selfish, but those who have the 
real interest of this business at heart 
who have “hitched their chariot to 4 
star” ard who have the integrity, unsel- 
fishness and foresight which is so neces- 
sary just now. 

The high standard of ethics set up by 
your organization and the generally ex- 
pressed determination to stand by the 
orthodox companies; the organization of 
the insurance executives association with 
its similarly high standard of ethics; the 
formation and early functioning of the 
joint conference committee can have but 
one logical conclusion, one which will 
develop the ultimate of mutual benefits 
in agents—company relationship,—a con- 
summation devoutly to be wished and 
cne I’m convinced all of us here today 
will live to see and applaud; and that 
is the time when organized orthodox 
agents and orthodox companies will deal 
solely with each other. 


brought to the public through colleges, 
business schools, chambers of commerce 





and other civic bodies. 





Presenting his report to the conven 
tion Mr. Fisk said in part: 

The committee’s work in connection 
with educational work in the schools and 
colleges has continued in an efficient 
manner during the past year. It 1s true 
that some of the schools which started 
insurance courses have dropped them. 
This is not due to any lack of interest 
on the part of the schools and colleges 
in insurance education but the blame for 
this can be laid to what the optimists 
call the present economic readjustment 
and the pessimists the “depression.” The 
schools have not had the money tor & 
pansion during the past year that they 
have had in years of greater prosperity. 
However, your committee is pleased t? 
report that in those schools where 1° 
surance courses are being taught they 
are doing excellent work. 

Not Worried About College Outlook 

We do not think that we need worty 
about the slowing up of the progress 
insurance education in the schools. 
splendid foundation has been built an 
with the return to prosperity this insur 
ance educational work will be so strong 
ly entrenched that further expansion W! 

(Continued from Page 26) 
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ALLEMANNIA FIRE 


Insurance Company 
Pittsburgh, Pa. 


Incorporated 1868 





WESTCHESTER 


Fire Insurance Company 
of New York 


Organized 1837 











WESTERN 


Assurance Company 
of Toronto, Canada 


Incorporated 1851 








UNITED STATES FIRE 


Insurance Company 


of New York 


Incorporated 1824 


DECEMBER 31, 1930 


MI ekickkccnes $ 5,000,000 
Net Surplus....... 10,646,851 
Liabilities ........ 16,679,134 
PESSOES 5. os SSR 32,325,985 


: 
CRUM & FORSTER 
MANAGERS 


110 William St. New York City 


oe 


DEPARTMENT OFFICES 


Western Dept. 
FREEPORT, ILL. 


Southern Dept. 


Pacific Dept. 


SAN FRANCISCO, DURHAM, 
CAL. N. C. 


Allegheny Dept. 
PITTSBURGH. PA. 








‘ATLANTA, GA. 


Carolinas Dept. 


NORTH RIVER 


Insurance Company 
of New York 


Incorporated 1822 


DECEMBER 31, 1930 


RNS kos ceiacks $ 4,000,000 
Net Surplus....... 6,370,934 
Liabilities ........ 10,543,736 
PI ii ix cannes 20,914,670 











BRITISH AMERICA 


Assurance Company 
Toronto, Canada 


Incorporated 1833 


RICHMOND 


Insurance Company 
of New York 


Incorporated 1907 


METROPOLITAN FIRE 


Insurance Company 
of Chicago, Il. 


Incorporated 1903 








TRANSPORTATION 


Insurance Company 
of New York 


Incorporated 1927 








UNITED STATES 
Merchants & Shippers 


Insurance Company 
of New York 


Incorporated 1866 











NEW YORK STATE FIRE 


Insurance Company 


of Albany, N. Y. 
Incorporated 1836 
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Harvey B. Nelson, New Jersey President, 
Pleads Support For Loyal Companies 


Tells Convention That Agents Should Not Represent Companies 
Which Fail to Adhere to Rate and Commission Schedules 
Nor Bear Proportionate Expenses of Gathering Statistics 
Upon Which to Base Rates; Scores Parasites 


Los Angeles, Sept. 23—Harvey B. Nel- 
son, president, New Jersey Association, 
made a plea that National Association 
members support companies which co- 


operate with the National Association. 
He said in part: 
“We must not represent companies 


that cheat on rates and commissions for 
it is fair and reasonable to assume such 
companies will not hesitate to cheat on 
their obligations to their agents and pol- 
licyholders. While those companies are 
sweetening the agents with the sugar of 
excess commission they are at the same 
time giving them business diabetes. 
“We must not 


represent companies 


which support the non-policy writing 
agents, the part-time floaters, the incom- 
petent, and the unethical. 

“We must not represent companies that 
will not bear any of the burden of ex- 
pense involved in the acquisition of sta- 
tistical data for the carrying on of the 
complicated insurance business, and there 
are entirely too many companies that not 
only withhold their loss, profit and ad- 
ministration experiences for statistical 
but fail to contribute finan- 
cially towards the support of rating and 
actuarial bureaus as such companies are 
parasites undermining the very founda- 
tion of our business.” 


purposes, 


Limitation On Credits Must Be Made 
Part of Standard Policy Says Palmer 


Los Angeles, Sept. 23—Discussing col- 
the National 
meeting today following the paper of 


lections ‘at Association 
James L. Case, Ernest Palmer, manager 
of the Chicago Board of Fire Under- 
writers, said that the granting of abnor- 
mal credit is a matter of competition. 
“It is not possible to the 


power of money. where one agent is in 


equalize 


a position to extend credit to his direct 


customers or brokers. In a large city 


it becomes a_ serious matter for the 


smaller agent. Agents themselves will 
never control the situation,” said Mr. 
Palmer. 

He thinks it will have to be made a part 
of the standard policy which would put 
payments of premiums squarely up to 
the law. It all hinges around one point 
that the competition for business among 
agents is such that they will not them- 
selves attempt to enforce the companies 
He also doubted if companies 
themselves can enforce collection rules. 


rules. 


Convention Notes 


(Continued from Page 4) 


A very fine idea at 
a big convention. Why didn’t someone 
think of that before? 

Colonel Walker Taylor of North Caro- 
lina, half a>century in the business, and 


with street address. 


who years ago stopped trying to keep 
track of all the his or 
other states, told the convention today 
in a talk on collections that some field- 
men make such quick visits to cities and 
such superficial interviews that they will 
leave a blank document in a town with 


Editor ‘“’C 


new agents in 


the message: 
“Fill in 
station.” 


and wire me at next 
Continuing, he said: “It is no 
wonder collections are rotten.” 

Mrs. Fred W. Offenhauser of Texar- 
kana, Ark., whose late husband was pres- 
ident of the National Association in 1917, 
was introduced to the convention today, 
taking a bow. 

There is a large attendance of Pacific 
Coast managers of fire and casualty com- 
panies. 


name 


y’’ Drew Scores Buck Passing 


In All Branches Of Insurance Business 

In Beautifully Worded Speech Western Newspaperman Spares 
Neither Company Executive, Agent, Broker, Financier er 
Commissioners; Describes Qualification Laws as ‘‘Fuga- 
cious Fantasy of Futile Frustretien” 


Los Angeles, Sept. 24—Cyrus King 
Drew, editor of “The Western Under- 
writer,” using a choice of words beauti- 
fully put together and emerging like a 
brilliantly colored and constantly flow- 
ing fountain, held the convention today 
as he told of the buck passing in the 
insurance’ business. He spared no one, 
either executive, financier, underwriter, 
agents’ association member, commission- 
er or broker. To him the insurance busi- 
ness is a game of poker and he told who 
won the stakes, who lost their shirts and 
even paid his respects to the kibitzers. 

He called the agency qualification law 


a “fugacious fantasy of futile frustation.” 
Its only defense in his mind is the hope 
of proving that passing the buck in this 
Way possesses merit in curing company 
hogs of indiscriminate agency appoint- 
ments. 
State Departments Rapped 

State insurance departments are cun- 
ning devices for passing the buck. He 
said “witness how in preparation of 
agency requisitions and licenses the com- 
panies themselves must do practically all 
the clerical work.” 

In his opinion “the evil of stud farm 
rubber stamp process of gestation and 





propagation for multiplying agency con- 
nections is growing.” 

He called branch offices the threaten- 
ing cloud above the hill and said: “Buy- 
ing business over the counter from a 
representative of the assured is the shat- 
tering shaft to unhorse the American 
agency system. 

“The broker is the worst nest fouler 
in the insurance business when it comes 
to destroying public confidence in its 
service,” said he. “They are not loyal 
to the business but only to their masters, 
the assured.” He thought a baptism of 
old-fashioned loyalty would not only be 
desirable for brokers but for everybody 
in the business. “Loyal agency loyalty 
to companies has suffered an attack of 


_stabismus,” was another comment. 


Separation and Commissions 

For separation he saw lots. of incon- 
sistency and as for excess commissions— 
it is wasting at the bunghole in an un- 
wise attempt to proportionately save at 
the spigot. 

The chief buck-passer is the executive 
underwriter. He thought companies 
would be foolish if they surrender their 
right to name the price of their wares 
and permit state domination. 

He concluded by making a plea for 
honoring the best traditions for giving 
good, efficient public service and for all- 


Big 


Los Angeles, Sept. 23—At a meeting 
today of agents writing $300,000 or more 
premiums yearly the following resolution 
was offered by C. O. Ransom, Cleveland, 
and adopted: 

“Moved that the executive committee 
of the National Association consider re- 
ferring to the National Council for con- 
sideration and recommendation the ques- 
tion of schedule revision looking towards 


Special I. U. B. 
Committee Continues; 
Manchester Chairman 

Los Angeles, Sept. 24.—Following the 
special report of Harry R. Manchester 
on the Interstate Underwriters Board, 
President Goodwin that the 


committee with Manchester as chairman 


announced 


would be continued. 





ERNEST PALMER 


Producers Ask Schedule Revisions 
To Combat Outside Competition in Rates 



















































Membership 
Committee Head 





E. M. SPARLIN 


around co-operation in decency as rte 


spects rates, commissions and _ general 


conduct. 


higher penalties for defects in poor risks 
and lower rates for good risks subject to 
outside rate competition, and moved that 
the executive committee also refer to the 
National Council for the same purpose 
the question as to whether it would be 
advisable to urge ultimate extension of 
schedule rating to all lines of insurance 
and fidelity and surety bonds.” 


Albert Dodge, Buffalo, was chairman 


No Action Taken 
On Hoover Dam 


Contract Bond 

Los Angeles, Sept. 24.—No action was 
taken about the Hoover Dam 
bend commissions at this 
President Goodwin explained the situa 
tion. 

As has been published, a number of 
companies have paid commissions até 
Goodwin hoped the others would follow 
suit for the morale of the business. He 
thought the agents had right on their 


contract 
convention. 


























side. Anyway, he believed that in the 
future there would be a better under 
standing. He commented on the Glens 
Falls letter recently published in the 
American Agency Bulletin calling the 
affair a tempest in a teapot, with which 











conclusion he did not agree, nor did he 
think there would be a boomerang ot any 
kind to 


























the agents’ association. 




















Small Agents 
Make No Money 
On Brokerage Risks 


Los Angeles, Sept. 24—At a meeting 
here, the 



































of agents in group conference é 
agents being of the premium ciass 
$100,000 a year or less, there was a show 
of hands as to who had made money 
brokerage or subagency business. Only 
one agent put up his hand. 
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THe Law RELATING TO AUTOMOBILE INSURANCE is 
already well known as the first text book on a subject 
of constantly increasing importance. 

The First Edition, published in 1921, has been out 
of print for several years. It received commenda- 
tion from many high legal authorities. Many requests 
have been received for a new edition. 











RELATING 1 
AUTOMOBILE 








SIMPSON 


a 


SECOND EDITION 








WB ara ee a 





i $38.50 Delivered 


| The Eastern Underwriter Company 
110 Fulton Street 


The Law Relating to Automobile Insurance 


New York 


The new Second Edition cites and analyzes more than 1000 auto- 
mobile insurance cases and contains more than three times the amount 
of text contained in the First Edition. All the English and Canadian 
cases are included. 


Every phase of automobile insurance law is covered. The state- 
ment of the law necessarily includes many of the leading principles 
of insurance law generally. 


Where necessary, the essential facts of each case are stated in 
detail. ; 


The Second Edition is not a mere digest, but a treatise of 477 pages, 
arranged in 21 chapters, containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facilitate 
reference. 


The book is the work of a legal author and editor of many years’ 
experience, for several years contributing editor of the American 
and English Encyclopedia of Law, Second Edition, and author, editor 
and translator of several legal text books. 


The following is one of many endorsements: 


“You may be interested to know that our people who have 
studied the book are most enthusiastic in their commendation 


of it.” 
PART I PART II 
Automobile Insurance Generally Matters Pertaining to the Different 
Chapter Kinds of Automobile Insurance 
I. Constitution of the Contract Chapter 
II. Construction of Policy XIII. Fire Insurance 


XIV. Theft Insurance 

XV. Collision Insurance 

XVI. Confiscation Insurance 
XVII. Transportation Insurance 


III. Reformation of Policy 

IV. Cancellation of Policy 

V. Notice and Proofs of Loss 
VI. Agents, Brokers and Adjusters 


VII. Arbitration, Appraisal and XVIII. Liability Insurance 
Award XIX. Insurance Policies and Bonds 
VIII. Extent of Loss and Amount of wae Public Service 
Recovery nee 
IX. Option to Repair XX. Compulsory Liability Insur- 
: ; ance 
x. ———— and Warran- XXI. Mutual and Reciprocal Com- 


panies and Associations 
Table of Cases 
Index 


XI. Subrogation 
XII. Actions and Defenses 





ORDER BLANK 


The Eastern Underwriter Co., 
110 Fulton Street, New York City. 


Gentlemen: 

Please send me.................... OUasi cnn of the new 
Second Edition of Simpson on THE LAW 
RELATING TO AUTOMOBILE INSURANCE, 
price $8.50. 















26 


THE EASTERN UNDERWRITER—LOCAL AGENTS’ EDITION 


September 26, 193] 








Unde -writers’ Laboratories Story Told 
' 3y H. G. Ufer, Western Sup’t. 


Gives Illustrated Lecture on Many Services Rendered to Com- 
panies, Inspection and Rating Boards by Testing 
Fire and Casualty Hazards of 
Manufactured Products” - 


H. G. Ufer, Western superintendent of 
the Underwriters’ Laboratories, gave an 
illustrated lecture before the convention 
showing the tests made to determine the 
fire, theft and other hazards to which 
various manufactured products are sus- 
The talk follows in part: 


The original purpose underlying the 
beginnings of Underwriters’ Laboratories 
was to obtain and distribute definite and 
reliable information on manufactured ar- 
ticles affecting fire hazards and fire pro- 
tection, and this, after over 35 years of 
experience and growth, is still its pur- 
pose. 

As an illustration many owners, archi- 
tects and others usually are under the 
impression that if a standard listed de- 
vice is ordered, it will be instaled fully 
in accordance with standard recommend- 
ed regulations applying to the device in 
question. 

We are all aware that a labeled tin 
clad fire door is of little value as a means 
of fire protection unless the door is prop- 
erly instaled, and with the type of hard- 
ware as recommended by the National 
Board of Fire Underwriters Regulations 
for the protection of openings in walls 
and partitions against fire. 

Work in Pacific Territory 

In the Pacific Coast territory the great- 
er portion of our work consists of fac- 
tory inspections and the labeling of 
standard goods by stamps, transfers or 
labels, whereby they may be recognized 
wherever found. 

Our work at this point ceases, and 
with one or two exceptions, the cerifi- 
cation of the correct instalation, main- 
tenance and use of devices for which 
they are listed by Underwriters’ Labora- 
tories rests with the inspection depart- 
ments, state, federal and municipal au- 
thorities, having jurisdiction at place of 
instalation. 

Familiarity on your part with the cor- 
rect recommended instalation require- 
ments of standard listed devices, will I 
beieve, in many instances aid you in the 
course of your contacts with your clients, 
the insured. 

The first pictures show the furnace 
and ram for testing building columns. 
The ram, which is hydraulically operated, 
has a capacity of 155.000 pounds. This 
enables us to test under actual fire and 
load conditions building columns of all 
types and sizes. When originally built 
this furnace and the apparatus for meas- 
uring the temperature of the fire and 
deformation of the column under load 
was used for the testing of about 106 
columns. The complete results of these 
tests have been published in book form 
and are available to anyone desiring to 
purchase them. 

We now view a picture showing the 
factory inspection by Underwriters’ Lab- 
oratories’ engineers of fire doors intend- 
ed for labeling. Here is where our work 
ends as the label on these doors signi- 
fies, “Constructed in accordance with 
Underwriters’ Laboratories’ Require- 
ments.” This door, carefully made and 
labeled, is of little value, if any, from 
a fire protective standpoint unless prop- 
erly instaled and mounted with suitable 
hardware as recommended by the regula- 
tions of the National Board of Fire Un- 
derwriters for the protection of openings 
in walls and partitions against fire. 

Floors Tested 

Floors are tested for ability to with- 
stand fire temperatures under load and 
to determine the expansion of flooring 
material. 

One of the most interesting tests made 


ceptible. 


by our engineers is on safes. The sub- 
sequent pictures show the various stages 
of the endurance and drop test. Safes 
are carefully tested to see that they will 
protect their contents under severe fire 
conditions; have adequate strength to 
resist impacts and be immune from in- 
ternal explosions. 

The next pictures show the various 
portions of one section of our hydraulic 
department which is regularly testing 
automatic sprinklers for prompt opera- 
tion; resistance to corrosion, mechanical 
strength, freedom from leakage and 
proper distribution of water. 

After a device submitted to us for 
examination and test has passed the 
test requirements of Underwriters’ Lab- 
oratories which apply, a report is pre- 
pared describing in detail the construc- 
tion of the device and the results of the 
tests. If these test results are accept- 
able, we are prepared to promulgate list- 
ing. 

Use of Listings 

Listing cannot be extended unless the 
device is produced in commercial form 
and the establishment of one of three 
forms of inspection service, by means of 
which subsequent factory output is reg- 
ularly examined by our engineers by ar- 
rangement with the manufacturer, to 
supplement and check, with his coopera- 
tion, his own inspections. 

Listings are promulgated on _ printed 
cards filed according to classifications, 
and cabinets containing these cards are 
maintained at the office of the principal 
boards of underwriters and inspection 
bureaus in the United States, at many 
of the general offices of insurance com- 
panies and firm, certain federal, state and 
municipal departments, and at the offices 
of the laboratories, or its engineers and 
inspectors in larger cities. 

Large editions of annual lists with 
semi-annual supplements of manufactur- 
ers whose products are listed and sub- 
ject to one of the three forms of inspec- 
tion services previously referred to by 
Laboratories’ engineers and inspectors.. 

The following lists are regularly pub- 
lished: 

List of inspected electrical appliances. 

List of inspected fire protection appli- 
ances. 

List of gas, oil and miscellaneous ap- 
pliances. 

List of inspected automotive appliances. 

List of appliances inspected for acci- 
dent hazard. 

List of inspected burglary protection 
appliances. 

Copies of these lists may be secured 
without cost by writing to the Labora- 
tories, or the nearest local engineer or 
insnector. 

The comprehensive testing equipment 
of the laboratories used by its staff of 
experienced engineers affords exception- 
al facilities for our work. The Labora- 
tories’ long experience and the methods 
employed in keeping in close touch with 
manufacturers, users, inspection bureaus, 
and other such sources of practical in- 
formation have resulted in a wide recog- 
nition of its standards and recommenda- 
tions. 





Dunham Family 
Gets Wild Ride 
Through City 


Howard P. Dunham, Connecticut com- 
missioner, his wife, sister-in-law and 
mother-in-law were met at the train at 
Los Angeles by motorcycle cops and 
given an exciting ride through the town. 


Public Relations 


(Continued from Page 22) 


be rapid. Through the efforts of the 
committee the colleges now recognize in- 
surance as an important and essential 
course in their commercial and business 
schools, and in those schools where these 
courses are being taught insurance is 
featured as one of the important studies 
in the training of the modern business 
man. 

It is our belief that a business man 
with a good fundamental understanding 
of insurance is an easier man to sell and 
can be sold larger amounts of insurance 
and more varied forms and lines. Ex- 
perience is proving to us that this is no 
longer a mere theory but is now an es- 
tablished fact. With this idea in mind 
we are publishing our educational serv- 
ice with the full and definite knowledge 
that it will prove to be an important 
sales factor for our membership. 

The work of the insurance commit- 
tees of the chambers of commerce which 
was started several years ago is also 
functioning in an efficient manner. The 
chambers of commerce are now thor- 
oughly sold on the idea that insurance 
service is an essential part of their ac- 
tivities and most of the chambers who 
are up-to-date in rendering real service 
to their membership are including insur- 
ance education and insurance service as 
a part of their main activities. Our key 
men are playing an important part in 
this chamber of commerce work, and are 
producing splendid results. 


C. of C. Insurance Committees 

_ These insurance committees are study- 
ing local conditions and giving out in- 
formation to the chamber’s membership 
in order to make them more intelligent 
users of insurance, at the same time giv- 
ing them a better appreciation of the 
broad service rendered by insurance and 
the local insurance agents. The cham- 
bers of commerce who are giving this 
service fully recognize the fact that the 
educational service of an insurance com- 
mittee has an important value to the 
business man. 

The fact that the chambers of com- 
merce realize this situation is nowhere 
better proven than in the splendid re- 
sponse we have received from them in 
our legislative activities during the past 
year. One of the most important phases 
of our committee’s work during the time 
when the state legislatures are in session 
is the work done by our key men in in- 
teresting chambers of commerce in help- 
ing good legislation and opposing bad. 
Through the activities of our commit- 
tee’s publicity and educational work, the 
chambers of commerce appreciate the 
need of proper action when ill-advised 
legislation is proposed which affects the 
policyholders’ interest, and it has been a 
comparatively easy matter during the 
past vear to secure the support of the 
chambers of commerce in our legislative 
activities. 

The program of the committee on pub- 
lic relations and education is now func- 
tioning so smoothly that we can look 
forward to a great expansion when pros- 
perity returns to this country. The de- 
pression has somewhat curbed our activ- 
ities along some lines, but in most cases 
the good work we are doing is so well 
established and so well organized—and— 
so well recognized by those portions of 
the public with whom we have set up 
permanent contacts that the expansion is 
bound to take place when better times 
come again. 


Community Service 


Community service is the rent a man 
pays to the city in which he lives. and 
our key men are always to be found 
plaving important parts in every civic 
and charitable activity in his community. 
More and more we find the leaders 
among our members taking active lead- 
ership in their service clubs, chambers 
of commerce, community chests, Y.M. 
C.A.s. Boy Scouts, and other community 
activities. The contribution which our 


members are making in these various 


—__. 


activities in the cities throughout the 
country is no small one. 

Our committee on public relations and 
education has taken advantage of the 
contacts established by our membership 
in these various community activities and 
have used them for the betterment of 
the position of insurance in its position 
in our modern economic life. 

The committee has not found it pos- 
sible to write personal letters to every 
key man who has helped us during the 
past year, and we want to take this op- 
portunity of publicly thanking each and 
every One of these whose contribution 
to the National Association cause has 
been such a great help in spreading the 
gospel of good insurance and good in- 
surance service and at the same time we 
want to encourage not only the key men 
but all of our members to carry on in 
the future in the same efficient manner 
as they have in the past. 





Works Selling 
Campaign Only 
On Prompt Payers 


Los Angeles, Sept. 23—The biggest 
crowd at a group meeting was for agents 
whose premiums run up to $100,000 a 
year, the chairman being J. A. Giberson, 
Alton, Ill. 

One of the best talks was by Marlynn 
Harvuout, Bakersfield, Cal. When he 
starts out 01 a campaign he digs pros- 
pects from hs paid accounts, taking from 
fifteen to thirty-five names of people who 
pay premiums promptly and have what 
he thinks is a definite insurance need. 
He then writes them a personal letter 
describing the need, explaining the con- 
tract and enclosing a descriptive folder 
also. He personally delivers all renewals. 
When a client asks to cancel a risk he 
endeavors to salvage some of it and gen- 
erally succeeds in writing a policy fora 
smaller amount, if he cannot hold the 
entire risk. 





Goodwin Pays Kurth 

Fine Tributes in 

Introduction to Agents 
Los Sept. 


Angeles, 23.—Introducing 


Wilfred Kurth today, Percy H. Good- | 


win said that until a year or so ago the 
word “co-operation” had little meaning 
in the fire insurance business. The situ- 
ation has changed and it is now an im- 
portant word. He declared Mr. Kurth 
was outstanding in co-operating with the 
agents’ association and gave instances. 

He said the Home of New York group 
had the most number of agents of any 
group and that the National Association 
was honored in his making the long trip 
to Los Angeles to deliver an address be- 
fore it on important subjects. 





Le 


State Departments 
Well Represented 
At Agents’ Meeting 


Los Angeles, Sept. 24.—The following 
Departmental representatives attended 
the agents’ convention: John J. Magrath, 
New York; Arthur E. Linnell, Mass. C 
D. Livingston, Mich.; Charles F. Hobbs, 
Kansas; John C. Kidd, Indiana; E. F: 
Mitchell, Cal.; H. P. Dunham, Conn; 
William Murdoch, secretary of Oklahoma 
Insurance Board; George A. Bowles, Vi" 
ginia; W. E. White, West Va.; J. 
Saint, Louisiana, and also the Oregom 
deputy commissioner. 
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